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Te test of a line of shoes is in the customer 


| satisfactions that come through smartness and 


correctness of style, the fit value in terms of the 
right proportions of design to fitting value; and 
the fact that the customer gets “better shoes for 
less money.” When the shoe fitter points with pride 
to the PerFORMance Values of every pair bought 
by Active Americans, you know that a great co- 
ordinated institution has planned—from tannery 
to shoe manufacturer to ultimate fitting stool — 


the “Tops in Service.” 


PerFORMance VALUES 


You too serve, who fit and sell—for a strong 


|) American manpower is better for the task and 
} for living — in JOHNSONIAN Shoes. 








8536 — Tan Bal, 
Fancy Stitched Tip, 
Oak Sole, Grain In- 
sole, Rubber Heel. 
B, C, D, 6-12. 


SOMETHING HAS BEEN ADDED Sanitized FOR PROTECTION 


JOHNSONIAN DIVISION 


ENDICOTT-JOHNSON @ NEW YORK CITY @ ENDICOTT, N. Y. © ST. LOUIS, MO. 
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@ Score one more “first” for Walk- 
Over. Long before Pearl Harbor 
this side-buckle beauty was born. 


Authentically patterned after 
our men’s military JODHPUR, intro- 
duced by Walk-Over in 1936 and 
ever since the top-rank choice of 
the men of the armed forces. 


Not just this year at the Chicago 
Show but a year ago, too, Walk- 
Over’s MAJOR and MILITAIRE 
(lower heel model at right) stole 
the spotlight. 


Acclaimed for their authentic 
lines and perfect fit, department 
store buyers are calling them “the 
best buckle-oxfords i in the country, 
bar none.” 


Nurses, W AACS, WAVES, work- 
ers, housewives—all the gals say it 
with ohs and ahs and orders. From 
one WAAC center the Walk-Over 
dealer wires: “Could have sold 300 


Nurses, Housewives, Waaes, Waves, all the gals give it raves 


pairs more last week. WAACS 
about to mob store.” They want 
that “WALK-OVER Military Oxford 
—not an imitation.” ( Yes, it’s offi- 
cially approved! ) 


Stocked in black and brown for 
the past three seasons. But what a 
job we're having to keep ahead of 
orders. 


Government contract shoe or- 
ders for WAACS must take prece- 
dence, of course, but we are filling 
all orders as speedily as possible. 


WALK: OVER 


Geo. E. Keith Company 4 


The Original Style 
that united the nation 





Brockton, Massachusetts 
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CELASTIC COMFORT 
IN CASUAL FOOTWEAR 





ee le 

On bike or hike, at work or play, Celastic 
box toes can guarantee greater toe comfort to the wearer of the highly popular unlined 
moccasin-type shoe. . . . . Celastic stays as it is lasted, a constant retainer of toe shape, 
preserving the sporty appearance of the toe. . . . . Manufacturers find that this solution- 
softened plastic grips the reverse side of the leather vamp as tightly as an adhesive and 
that the skived edges blend smoothly into the lines of the forepart. . . . . The result 
is an unlined shoe with toe characteristics more nearly like that of a full lined vamp 
than is possible with the ordinary box toe. In casuals, as in lined shoes, Celastic 


responds to feet in motion. United Shoe Machinery Corporation, Boston, Massachusetts 


THE QUALITY BOX TOE 
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PHOTO OF COLOR —o 
IN THE DEC. 12 “POST 


ime § hoes 
plus the greatest 
COMFORT CONSTRUCTION 


in shoe history 
plus the 


“PosT 


Here’s the line-up for leadership. Boot- 
maker Guild, for top- -quality shoeman- 
ship... Cradle Heel Tred, the new = 
ciple of self- cushioned self-support, or 
greater comfort for all men who buy ae 
at a shoe store.-- and Advertising, } 

or, in that market- place for America’s 
“best customers,” the Satur- 





col 
millions of 
day Evening Post! 

See at the right that line-up of anne? 
leading shoe merchants. Only a - can be 
listed in each ad... but they’re ‘TOPS. 
Be guided by their judgment in picking 
Bootmaker G 
Tred as the fastest- -stepping brand in 
quality shoe field. 


uild Shoes with Cradle Heel 
the 


Write for Catalog 


Ask our Representative to Call 


EREEMAN SHOE CORPORATION 
BOOTMAKER GUILD DIVISION 
BELOIT, WIS. 





December 12, 1942 










CRADLE 
HEEL TRED 










Feet cren't made with fict bottoms—but, unless you've dis- 
covered Cracle Heel Tred, the inner soles of your shoes ore 
probably fict. See this remarkable new comfort 
construction, invented by a noted shoe specialist in 
ROCHESTER, MINN., FAMOUS MEDICAL CENTER. 













The season's most presentable 
stroight-tip model, in heavy, 
hond-finished calfskin. One of 
mony smart new styles, 


Y. now you can put a round heel 


in a round “hole” . . . as Nature intend- 
ed. Here, in the patented Cradle Heel 
Tred, you will find your foot fitted 
where comfort sforfs . . . at the heel. 

Nature's rounded heel-cushions should 
be kept round, cs shock-obsorbers, to 
pad sensitive nerves ond tissues under 
the pounding of the 85 per cent of 









your weight thot lands heel-first, thou- 
sands of steps a day. That is the pur- 
pose of Cradle Heel Tred ... and one 
try-on will tell you it succeeds. 

Examine Bootmaker Guild Shoes... 
the only shoes with Cradle Heel Tred. 
You will find nothing finer . . . in leather, 
looks, or shoemaking. And this is a time 
when you need good shoes. 


FOR DEALER'S NAME, If NOT USTED, WRITE FREEMAN SHOE CORPORATION, 
BOOTMAKER GUILD DIVISION, BELOIT, WIS. 


Albuquerque... 





tis Shoe Store 
Farr Bros 


Portes rd. _Brownio's Met's S hop 








Witkes-t Borre « 


a Guild Shoes 


ZEREEMAN 


ALSO MAKERS OF FREEMAN MASTER rte Lengthy STYLES $8, a AND FREEMAN 
FINE SHOES (most STYLES $6.95) —"W 




























Localized Tat Faclouws 





Are Sewing 


~shoe manufacluhors—roday, in retail stores everywhere, the shoes of 
many manufacturers are making or maintaining a reputation for fine 
fit in all sizes and widths because they are made over United lasts. 


-Gimiuicams —AMillions of shoes on the active feet of young and old 
Americans — students, workers, housewives, and Service men, fit bet- 
ter because the original models were made by United craftsmen and 
the lasts produced by the latest technical processes. 


-the WarLl fort —ran of the United Last Company's manufacturing 
facilities are engaged in war production, but United Last Factories 
will continue to give dependable service in meeting the needs of the 


industry with “ Fit Foremost Lasts”. 





EMPIRE LAST WORKS, Rochester, N. Y. 


U N | T E D L A Ss T Cc @] M PA N Y hamper atl 5 nea KRENTLER BROS. CO., St. Louis, Mo. 


T. W. GARDINER CO., Lawrence, Mass. KRENTLER BROS. CO., Milwovkee, Wis. 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS stewart porter CO., Brooklyn, N.Y. _ UNITED LAST CO. LTD., Montreal, P. @. 


4 Boot and:Shoe Recorder 





GIRARD OHIO 


& 


December 12, 1942 











BOOT AND SHOE 
RECORDER 


“The Great National Shoe Weekly” 


— IS READ BY MORE RETAIL SHOE MERCHANTS 


cdi... - Rass 


— AND BY MORE DEPARTMENY STORE SHOE 
BUYERS 


ST a a 


— AND BY MORE VOLUME BUYERS 





— AND BY MORE RETAIL SHOE SALESPEOPLE 


THAN ANY GC -HER BUSINESS PUBLICATION 
WHETHER DAILY, WEEKLY OR MONTHLY. 


EVERY INVESTIGATION MADE BY MANUFACTURERS 
OR ADVERTISING AGENCIES DURING THE PAST FIVE 
YEARS IS PROOF OF THIS STATEMENT. 





Donald M. Nelson, War Production Board chair- 
man, says that advertising is essential to the 
nation’s communications and distribution sys- 


tem and must be maintained, even in wartime. 


PLAN YOUR RECORDER ADVERTISING NOW FOR 1943. 
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A.B.C. 100 EAST 42nd STREET + NEW YORK, N. Y. A.B.P. 
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The right lubricants, the means for pro- 
perly applying them and wiping cloths for — 
keeping machines clean, are fundamental 
tools for protective maintenance. 


Methods of carrying out machine main- 
tenance may vary, but the adequate equip: 
ping of an individual concerned with 
machine care, whether he be operator or 
full time maintenance man, is as essential 
today as bullets or field rations are to u 


CLEAN MACHINES AND GOOD 
LUBRICANTS WILL RESULT IN: 


© Reduced wear and breakage 
@ More continuous production 

© Reduced power consumption 
@ Smooth running machines 

@ More and better work soldier. 


OIL IS AMMUNITION — USE IT WISELY — BUT USE IT! 


1 aa TAKE GOOD CARE OF WHAT YOU HAVE 


Lubricants properly used 
will help prolong the life of 
shoe machinery. In these 
critical times, conservation 
is vital. Make oi! your 
Ammunition. 
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Women afoot want the comfort and 
beauty you can give them in shoes of 


In factories, in business offices, in volunteer war 
work, on air raid warden duty — even on shopping 
trips — the ladies are learning what feet are for... 
And they're getting shoe-wise. Looking for sturdiness 
in shoes, insisting on healthful comfort — and still de- 
manding beauty. Which, freely translated into leather 
language, means Norwegian Calf... As to sturdiness, 
Norwegian Calf is a plump, full-bodied leather, per- 
fectly at home in a man’s heavy brogue. As to com- 
fort, this famous vegetable tannage owns a gentle, 
supple softness which wins friends for you at the fit-. 


ting stool, And both the softness and 

the friendship endure. As to beauty, 

the rich hand-boarded grain and 

warm, lovely colors of Norwegian 

Calf appeal to the feminine eye...To meet the chang- 

ing needs of your customers, to hold their business 

now and in the future, stock and feature the Gallun 

numbers. Include them in your orders to leading 
mm. manufacturers ... A. F. Gallun & Sons 

Corporation, Milwaukee, Wisconsin. 


Eskimo Calf 


water-resistant 


Cretan Calf 
smooth but not glazed 


Norwegian Calf 
hand-boarded grain 
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17 YEARS AGO aviation was still 
so new that commerce authorities 
questioned whether it had much of 
a future ... But shoe authorities 
had no doubts about the future of 
the Foot Saver Gypsy Tie, smart 





1942—Granada—in black 
or white kid with stitching 


newcomer to the famous Foot 
Saver family. Only four years old, 
it had already proved itself to be 
one of the most important shoe 


types ever designed. 


TODAY IT’S AIR POWER ABROAD 
—and woman power at home—with 
more need than ever for Foot 
Saver’s Gypsy Ties. Their obvious 
comfort, their versatile good looks 
are essential to every woman with 
a job to do... and that means 
practically every woman in Amer- 


ica today. 


FOOT SAVER GYPSIES 


“The Shoe That J & K Made Famous” 


THE JULIAN & KOKENGE COMPANY, COLUMBUS, OHIO 
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THE master association of indus- 





illustration of the differences in 








tte brade 


Babel and in pell-mell fashion, pro- 


ot try met at the Waldorf last week, living standards among different claims directives on top of restric- 
d, in the War Congress of American peoples. Outside of our America, tive orders, and restrictive orders 

Industry, held by the National Asso- the European standard of living is on top of directives. Such prac- 
re ciation of Manufacturers. The pur- the world’s highest. If we assume tices, unless halted, will cause our 

pose of the meeting was to Make the European standard of living to war production to turn downward 
” America Strong in War Power, be represented as a plateau, then instead of increasing.” 

Man Power, Peace Power. Many rising from that plateau, towering neh in Bites 

shoe men were present. They heard three times as high, is a pedestal MM 1 BAKER, of the shoe manu- 
D J. Howard Pew, president of the representing the American standard facturing firm of S. A. Baker & 
h OS Company, on the opening Sons, Toronto, Canada, a visitor in 

——o- ; the New York market last week, 
>t Here the door of opportunity nelle 

has been kept open for every man, “Within a very short time the 
is irrespective of creed, class or color. entire men’s Goodyear welt shoe 
[3 Here man has never been hedged production of Canada will be de- 
h of living. Supporting that pedestal 
1s is a foundation whose massive cor- 

nerstone is the precious quality of 

r- initiative. Destroy that foundation 

















in by class distinctions. The only 
aristocracy that counted was that 
based on talent and hard work. 
Here men found that when they 
succeeded they were rewarded in 
proportion to their achievements. 
Here we have had, for the most part, 
free men and free markets. This 
is what we mean when we speak of 
the American way of life. And this 
is why the American way of life 
produces three times as much goods 
per worker as do the European 
systems. 

“I have often employed a graphic 
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in initiative, and your pedestal falls 
to the level of the plateau. 

“It is not necessary to argue the 
superiority of this American way of 
life. All the world knows that it 
has been responsible for producing 
and distributing more material 
benefits for more people in shorter 
time than any other system in all 
history. 

“Consequently, any action that 
penalizes ingenuity in industry 
would result inevitably in so cut- 
ting down our production that we 
would lose this war. This is the 
catastrophe that threatens us today, 
as Washington, with tongues of 











voted to supplying shoes for the 
armed forces of Canada and the 
United Nations. Shoes for men in 
civilian life will have to be confined 
to McKays and staple welts. This is 
due to the heavy demand of the 
armed forces upon our limited Ca- 
nadian Goodyear welt production.” 

The new order of the Canadian 
Wartime Prices and Trade Board, 
restricting Canadian shoe styles af- 
ter the manner of Footwear Conser- 
vation Order M-217 in the United 
States, is now the subject of great- 
est interest in the Canadian shoe 































































industry, Mr. Baker said. This or- 
der, which has just been issued, will 
make the problems of the industry 
more difficult, but it has been re- 
ceived in good spirit and will meet 
with loyal and patriotic compliance. 

Price control regulations have 
operated very successfully in Can- 
ada, Mr. Baker said. It was his im- 
pression that the system there has 
worked more smoothly and efficient- 
ly than our General Maximum Price 
Regulation, due to a greater degree 
of flexibility in the Canadian set- 
up, plus the provision for govern- 
ment subsidies, although these have 
not been asked for to the extent 
that might have been anticipated. 
Prices have shown a tendency to 
rise to some extent under the Cana- 
dian controls, but not to an extent 
that would threaten the economic 
structure with a dangerous degree 
of inflation. 

Despite all of these restrictions, 
the Canadian shoe trade is enjoy- 
ing a very satisfactory and pros- 
perous business at the present time, 
Mr. Baker said. He was accom- 
panied by William Shapiro, buyer 
for S. A. Baker & Son. 

* 


* * 








A GROUP of newspaper women 
undertook a transcontinental tour 
of war industry plants, to see for 
themselves the role played by wo- 
men in the miracle of production 
which has made the United States 
the “arsenal of Democracy.” Be- 
cause women are doing men’s work, 
they may need shoes for the work 
that border on the types worn by 
men for that job—safety toes, etc. 
“Over three and a half million wo- 
men are now punching clocks.” It 
is interesting to get this first-hand 
picture of this new market. The 
reports were collected by the Na- 
tional Association of Manufactur- 
ers, which arranged the tour. Here 
are some of the highlights: 
* * * 


MARCIA WINN, Chicago Tribune, 
Chicago, Ill.: “Industry has long 
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HAVE A CIGAR? 








—It was a former V. P. of the 
U. S. A., if | remember rightly, 
who made himself famous wi 
the saying: "What this country 
needs is a good 5c cigar.” 

—But now that a good 5c cigar has 
been made possible by the scien- 
tific culture of better tobacco 
leaf, by increased efficiency in 
production and transportation, 
and by smart advertising—along 
comes the government and kicks 
over the apple cart, or rather the 
cigar tray, o imposing a tax on 
cigars that will affect the budget 
of most nicotine addicts. 

—We Americans can cheerfully 
forego our steam yachts, our rac- 
ing stables, our twenty -room 
mansions, our retinues of servants 
. +. yes, even our automobile and 
our annual trip to the shore. 

—But to be limited to one cup of 
coffee a day, and one or more 
less cigars, is punishment indeed. 

—Funny, isn't it, how the little 
things, far more than the big 
things, make the American plan 
of living really worth while. 

—But, buy War Bonds and still 
more War Bonds, and we may 
soon again have all the coffee 
and cigars we want. 


President 





known that woman had manual dex- 
terity. They knew she was quick, 
fast, and accurate on _  finger- 
twiddling work. But they thought 
she would become hysterical after 
eight hours at a lathe or punch press 
or behind a bucking rivet. They 
thought she was a neurotic busy- 
body and trouble-maker who could 
get along passably in a shop with 
women but never with men. They 
thought if the battles of 1942 had 
to be won with material invented, 
perfected and produced in what is 
left of 1942, and if women had to 
help invent, perfect, and produce, 
the United States might as well pull 





the covers over its head right now 
and go back to sleep. 

“Then there is the problem of 
woman’s emotional make-up and its 
effect on her production capacity. 
To work efficiently she must be re- 
leased from anxiety at home, such 
as fear for her children’s welfare. 
Many industries, notably the air- 
craft companies, now have their 
own day nurseries. If a woman 
worker’s husband or son or. sweet- 
heart in the armed forces suddenly 
is sent overseas, her work slumps 
like the down car on a roller coaster. 
Many companies now are overcom- 
ing this with organized counsel and 


encouragement.” 
a . * 


JANET OWEN, New York Herald 
Tribune, New York City: “The new 
symbol for victory in the war effort 
is a pair of woman’s hands. In- 
dustry, losing its men, has turned 
to women to finish the job of war 
production. There can be no ‘man 
behind the gun,’ from now on, un- 
less there is a woman behind the 
machine to make the gun. 

“As the mind’s eye of industry 
sees them, her hands are small but 
flexible, sensitive but strong, deli- 


y 





we 





cate, perhaps, but very agile. They 
are neat, and not gaudy with lac- 
quer talons. They are eager. They 
are efficient. 

“Some leaders of war industry 
will tell you they are more efficient 
than the bigger, brawny hands that 
preceded them. From coast to 
coast, in plants where vital mate- 
rials of war are made, there is a 
new byword. Industry and govern- 
ment officials use it with a quality 
of hope and belief in their voices, 
as though they were saying ‘Open 
Sesame.’ The byword is ‘women’s 


nimble fingers.’ ” 
7 - - 


Amy PORTER, Associated Press, 
New York: “There were the two 
girl workers in the cafeteria of the 
Firestone Tire and Rubber Com- 
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pany, talking about their work. One 
boasted she was learning to read a 
micrometer ‘to make things come 
out right to a thousandth of an 
inch.’ The other girl, impressed, 
said: “That’s wonderful. How many 
thousandths do you suppose there 
are in an inch?’ The micrometer- 
reader answered, ‘I don’t know, but 
there must be millions.’ 

“There are many little stories like 
this circulating in war plants, 
showing that the new war-working 
women don’t quite know what it’s 
all about. Nevertheless, in spite of 





MILLIONS OF 
THOUSANDTHS 


Gosu! 
me 





minor confusions, these women 
have managed to accomplish an in- 
dustrial revolution all their own 


within a very short time.” 
* a * 


MARY HORNADAY, Washington 
Bureau of Christian Science Moni- 
tor, Boston, Mass.: “Once their 
problems are solved, women stand 
the routine, grime, and noise of 
war plants as well as or better than 
men. That is the conclusion news- 
paperwomen visiting plants from 
coast to coast on a National Asso- 
ciation of Manufacturers’ tour ar- 
rived at after talks with employers, 
plant welfare experts, and women 
workers themselves. Much of the 
ease with which women are chang- 
ing over from home to factory life, 
we agreed, is due to ‘efficient house- 
keeping’ practiced in America’s 
booming wartime factories. 

“*Floors wet with soapy water 
are a constant hazard to you and 
to all passers-by. Walk carefully 
and warn others,’ said one plant’s 
safety rules. 

“*Mops, pails, brushes, soaps, 
and other equipment should never 
be left in halls, aisles, or any place 
where unsuspecting passers-by will 
fall over them.’ 

“Falls downstairs are frequent- 
ly caused by the insecure footing 
of high-heeled shoes or by run-over 
slippers which give inadequate sup- 
port.’ 

“How many women in the home 


December 1!2, 1942 





could profit by these safety rules 
stringently enforced in the factory? 
Noise of riveting and metal-cutting 
machines bothers some women when 
they first enter the factory, but not 
for long. Once they understand 
what each machine is for, the din 
is not as nerve-wracking as that of 
crying babies or other household 
noises, the girls said.” 

” * . 


NELL GILES, Boston Globe, Bos- 
ton, Mass.: “American industry is 
punching the clock on double-quick 
time in shipyards, munition plants, 
airplane factories, and tank ar- 
senals. Three and a half million 
of these clock punchers are women 
. and a few months from now, 
when war production will have 
reached its peak, two and a half 
million more women will have been 
added. How good are these un- 
skilled women workers who have 
come from the kitchen, the office, 
the school room? Most important, 
how dependable are they? 
“Woman-power in World War II 
is still a subject too new to get sta- 
tistical about; but, if one can be 
satisfied with enthusiasm rather 
than facts, we can report that the 


majority of American executives 


are registering a temperature on the 

dependability of women in war. 
“No industry invited women .. . 

not one executive we questioned on 








"It's O.K. Muggsy, the government wants us folks to shop in off hours.” 


our recent tour of 29 factories in 
nine industrial districts wanted wo- 
men ... but a shortage of man- 
power made it necessary to employ 


woman-power.” 
* - . 


LEONARD HACK of the Hack 
Shoe Company, Detroit, Mich., re- 
ports on his recent trip to the East- 
ern Markets: 

“My first ‘plane ride’ occurred 
on Friday the thirteenth. The trip 
as a whole indicates a certain firm- 
ness in the shoe industry—with best 
bets covering the honest, straight- 


Fete 


FRIDAY THE 13 7* 


EN 


forward merchants who played fair 
in the days when there was a buy- 
ers’ market. It appears that plenty 
of middle sizes are more important 
than variety of styles—this auto- 
matically reduces losses on end 
sizes. As long as we can keep the 
public calm, and that /S our job 
right now, the retailer can guide 
his own destiny even in this war- 
torn economic set up. Let’s main- 
tain a set up instead of an upset! 
The upset is reserved strictly for 
the enemy. 
“Back to work.” 




















a es — 
2 . 


ae 


= 


































SS 





















WASHINGTON NEWSREEL 


Current Happenings on the National Scend of 





lr you've been scratching your head over government 
questionnaires to the point that you’re wondering how 
you're going to find a little time to devote to the press- 
ing problems of your own business, we bring you a 
message of hope that some measure of relief may be in 
prospect. At least you may be spared the vastly greater 
flood of inquiries from various government agencies 
that probably would have descended upon you in the 
near future, had not certain gentlemen risen in indig- 
nant protest in the Congress of the United States to de- 
mand a cessation in the inquisition. 

How much relief the harried business man can look 
for in the immediate future is a question, but the shoe 
man can at least thank his lucky stars he isn’t trying 
to operate a filling station, manufacture chemicals or 
run a farm. Imagine the plight of the filling station 
man besieged by customers, demanding that he take 
the serial numbers off their tires on a wintry morning, 
while he has to do his best to keep the traffic moving 
and make sure every motorist writes his proper license 
number on his coupons. Or a manufacturer of phar- 
maceutical chemicals, confronted by the four-foot ques- 
tionnaire they mentioned as a horrible example before 
the Congressional Committee. Senator Byrd predicts the 
farmers are going to have to do a lot of reading, writing, 
arithmetic and filling out of papers if they expect to use 
their trucks this coming Summer. 

From all accounts those 1942 income tax returns to 
be filled out during the first quarter of 1943 will also 
be something to write home about. More complicated 
than any that have issued from the Treasury Depart- 
ment up to now, they may, in some instances, call for 
the combined talents of a bookkeeper, an accountant and 
a Philadelphia lawyer. Added to that, we are told the 
Treasury officials are advising individuals and cor- 
porations to make out their income tax returns earlier 
this year, because of their more complicated character, 
with the suggestion that they hold them until close to 
filing date (March 15) just in case Congress might 
change the tax law and go on a pay-as-you-go basis. In 
that case, filing a 1942 return might not be necessary. 


* - * 


WHILE it would be unwise to base business policies 
and planning on the predictions of an early peace that 
have been going the rounds in the past fortnight, it 
would perhaps be equally erroneous to leave the possi- 
bility of peace in 43 or ’44 wholly out of account in 
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surveying business prospects and making plans for the 
future. The transfer of initiative from the Axis to the 
Allies is developing a changed psychology in business 
to the extent that a reasonably early termination of the 
conflict is now a factor to be reckoned with in the mak- 
ing of many important business decisions. A shoe manu- 
facturer making Army shoes, for example, will now be 
inclined to proceed on the assumption that he may not 
be making Army shoes on government contracts indefi- 
nitely, and that may cause him to cultivate more care- 
fully his relations with his erstwhile, and as he hopes, 
his future customers. It will have a definite bearing on 
many promotion plans, and some manufacturers are 
beginning to think ahead and plan ahead so as to be 
prepared to anticipate what will appeal to customers in 
the matter of styling in the post-war period. 

All of which would seem to be wise foresight and 
good sound business judgment. Don’t be over-optimistic 
in the matter of peace prospects, but keep in mind the 
fact that the war has to end sometime, the sooner the 
better so long as it ends in Victory. And do a little 
advance planning on your own account for the kind 
of post-war business world you think will emerge when 


that time comes. 
— = * 


RETAILERS were left out of the OPA provision which 
allowed wholesale distributers until Dec. 5 to arrange 
for increased rubber footwear stocks where inventeries 
were short. This was permitted upon the presentation 
of the necessary rationing certificates. The 60-day stock 
adjustment period, during which shipments of rationed 
men’s rubber boots and rubber work shoes, were per- 
mitted within the trade without transfer of rationing 
certificates from buyer to seller ended Nov. 28. 

Under Amendment 5 to Ration Order No. 6, estab- 
lishments registered as distributers (wholesalers and 
jobbers) were permitted to apply to their local War 
Price and Rationing Board and fill out copies of OPA 
Form R-604, stating the number of each type of ra- 
tioned rubber footwear they had shipped to retailers, or 
to the wholesale distributers, in the Oct. 5-Nov. 28 
period. They also were required to state the number 
of each type they wished to buy. 

The local board examines this application and, if it 
ig established as to tHe facts, issues the replenishment 
portions of rationing certificates which authorize the 
purchase of men’s rubber boots and rubber work shoes. 
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ene) of Interest to the Shoe Industry 








FOR the information of retailers who have sold any of 
the rationed types of men’s rubber boots and rubber 
work shoes, the Office of Price Administration has pre- 
pared the accompanying chart which explains the nor- 
mal flow of all parts of Certificate Form R-605. 

Under the provisions of Ration Order No. 6 all per- 
sons making sales at retail must collect Parts I and III 























from each customer before they can sell any of the 
rationed rubber footwear. 

The retailer must tear off Part III and send it to the 
proper OPA State Director by the 10th day of the 
month following the delivery of the rationed rubber 
footwear to his customer. 

Part II of the certificate is kept by the purchaser, and 
Part I is to be sent by the retailer to his supplier when 
he reorders the rationed rubber footwear items he has 
sold. At the present time, however, and through No- 
vember 25, transfers within the trade ean be made 
without the exchange of certificates. But, if a retailer 
chooses to do so, he may now send Parts I of Certificate 
Form R-605 to his suppliers to cover future orders. 
Hereafter, no supplier can transfer the rationed rubber 
footwear until he receives Parts I of the Certificate 
Form R-605 for the exact type and quantity ordered 
from him. 

* 
OPA has given wholesalers of rubber heels until Dec. 31 
to pass on to shoe repairmen the amount of any Federal 
excise tax added to the price of rubber heels. 

The excise tax on rubber products was removed 
Nov. 1. OPA said that studies show that wholesalers 
who now have in stock rubber heels bought at a price 
including the tax will have ample time to resell them 
by the end of the year. 


* * 


December 12, 1942 


SINCE shoe repairmen have not been permitted to add 
anything to the retail ceiling prices of rubber heels to 
compensate for the Federal excise levy when their whole- 
salers pass it on, their margins after Dec. 31 will be 
increased by the amount of the tax which they absorb 
at present. Excise taxes on rubber heels averaged about 
a penny a pair. 

The deadline’ for passing on the tax from wholesaler 
to repairman was set by Amendment No. 3 to Maximum 
Price Regulation No. 200—Rubber Heels, Rubber Heels 
Attached and the Attaching of Rubber Heels. 

The amendment, which was effective Dec. 5, also 
provides that the quality of sport heels may be desig- 
nated by marking the container in which each unit is 
sold, rather than by putting a mold mark directly on 
the heels. OPA said that this provision was necessary 
because many manufacturers produce several grades of 
sport heels in the same mold. 


HENRY ROSE has resigned as Director of the WPB 
Textile, Clothing and Leather Division. Mr. Rose will 
return to his duties as president of Henry Rose Stores, 
Inc., New York, from which he has been on leave of 
absence for the past six months. He came to WPB 
originally as Chief of the Textile, Clothing and Leather 
Branch and has been chief of the branch and later 
director of the division during a period of expansion 
and realignment in line with the general WPB reorgani- 
zation. However, he will continue his services with the 
Textile, Clothing and Leather Division in a consulting 
capacity. 

Succeeding Mr. Rose as Director of the Division is 
Frank L. Walton, present deputy director. Mr. Walton 
has been associated with WPB and its predecessor, 
OPM, since March 1, 1941, and previously served as 
Chief of the Textile and Fiber Section. He came to 
OPM from the New York firm of Catlin Farish Co., 
textile mills agents, of which he was vice-president. 

* * « 

Wep’s Director General for Operations by Order 
M-265 restricted cattle hides and goat, kid, calf and 
kip skins used in the manufacture of garment leather 
to military and Lend-Lease products. The order was 
called a stop-gap to prevent diversion of hides and 
skins in question to non-essential garment leather until 
a more comprehensive order can be issued, which will 
be about Jan. 1. 
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Triple Your Work Shoe Business 


With the Country's Index of Industrial Activity the Highest 


in Its History, Work Shoes, Including Safety and Ordinary 


Types, Are a More Important Factor Than Ever Before in the 


Shoe Business, Both in the Men's and Women's Divisions 


THE country is working at the highest industrial pitch 
in its history. Important to the nation’s shoe retailers 
is the fact that these millions of workers are in need of 
safety shoes and ordinary work shoes. Here is the 
golden opportunity to hit a new high in sales of this 
type of footwear. An opportunity not only to cash in 
on this huge wide-open market now, but to build this 
business now so that it will become a large, steady, 
permanently established sales outlet after the war. 

Moreover, shoe retailers can lend a real contribution 
to our war effort by making the millions of industrial 
employees “work shoe conscious.” President Roosevelt, 
in a speech some months ago, stressed the dire need of 
reducing industrial accidents among skilled workers so 
essential to war production. He strongly emphasized 
safety precautions through protectiye clothing—which 
includes safety shoes and work shoes. 

The writer has made a special study of industrial 
foot and shoe problems in our busy shipyards and fac- 
tories. He has discussed these problems with the indus- 
trial doctors and safety engineers who have to cope with 
the thousands of foot injuries resulting from lack of 
protective shoes. 

Safety engineers have investigated and found that 
only 4 per cent of workers wear safety shoes, and less 
than 30 per cent wear ordinary work shoes. Thus the 
potential market for this footwear is enormous: 96 per 
cent for safety shoes and 70 per cent for ordinary work 
shoes. But just to show you the real need and oppor- 
tunity for increased safety-shoe and work-shoe sales, 
following is a factual report from the medical and 
safety engineers’ offices of a shipyard employing 11,000 
men: 

1. Nine thousand six hundred and twenty-five work- 
ing days were lost in one year because of common in- 
juries; 1153 (12 per cent) of these becauuse of toe 


< ce 


Johnny Beazley, or the St. Louis Cardinals pitching staff, 
now in the Air Corps, is tremendously enthusiastic over his 
new job and his new uniform. But he still has a liking for 
the kind of shoes he used to wear in civilian life, as evi- 
denced by the fact that he slipped on a pair for this photo- 
graph. It's going to be worth waiting for, what will happen 
in the men's shoe business one of these days.when Johnny— 
and a few millions like him—come marching home again. 
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injuries (and a much higher percentage for all foot 
injuries combined.) 

2. One out of every 96 industrial workers had a 
lost-time toe injury during the year; other less serious 
toe and foot injuries, though not involving lost time, 
noticeably affected the worker’s production efficiency. 

3. The cash value lost with only 113 random cases 
(calculated from the base pay per day of each worker) 
was $7,300. The loss to each employee (from toe in- 
juries alone) averaged 70 cents a year. 

4. Less than 5 per cent of the yard employees wore 
safety shoes. 

5. Over 85 per cent of the foot and toe injuries struck 
feet not wearing safety shoes; 65 per cent to feet not 
wearing either safety or work shoes. That is, the ma- 
jority of toe and foot injuries occurred with persons 
wearing old dress shoes on the job. 


THE above report is typical of almost any industrial 
plant or shipyard in the country. Safety engifieers and 
industrial doctors are firmly convinced, through experi- 
ence and factual statistics, that the simple measure of 
having all industrial workers wear safety shoes or strong 
work shoes would reduce the total number of all acci- 
dents more than 10 per cent. The savings in skilled 
labor, man-hours, production, disability compensations 
and other costs would be enormous, amounting to mil- 
lions of dollars annually. These men are solidly behind 
any effort to get workers to wear proper shoes on the 
job. Everything is in favor of the shoe retailer who 
wants to go altér this profitable business. 

Although every shoe man knows what an ordinary 
work shoe is, not all are familiar with the standard 
safety shoe. But with this latter type of shoe, particu- 
larly, lies the best sales opportunities. The main feature 
of this shoe is the metal toe box which protects the toes 
from weights up to 300 pounds. This feature alone has 
saved countless thousands of persons from serious toe 
injuries and even loss of toes. It’s worth its weight in 
gold. This feature sells the shoe with amazing ease, for 
any experienced worker knows that the toes are subject 
to more frequent injury than almost any other part of 
the body. 

[TURN TO PAGE 28, PLEASE] 
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More Women At Work... 


And a Definite Opportunity for Merchants to Build Replacement 
Business on the Kinds of Shoes These Women Will Need 








More Women 


As each day passes, the ranks of women in war indus- 
tries and uniformed organizations grow larger. Every 
day more women are needing the proper shoes, correctly 
fitted, to wear at these new jobs. Here is an opportunity 
for the retailer to do more business and more worth- 
while business, if he goes at it in the right way. 

But the Recorper has a word of caution to offer. 
Don’t stock up on these work and duty shoes until you 
have studied the situation in your locality. It is quite 
probable that some women in uniform buy their duty 


Left above: 

DUTY SHOES—Reading from lower left. 
clockwise: Seamless military oxford with 
double welt very flexible sole from J. P. Smith 
British Walkers line. A long-standing favorite. 
this oxford from Arnold Authentics line makes 
an excellent duty shoe. This is a shoe for the 
woman who needs exceptional comfort, from 
the Gilbert Shoe Company’s Kali-Sten-Iks 
Madam-Ettes line. This popular duty shoe with 
extra heavy. flexible sole, endorsed by Alice 

Marble, is from Sarra-Sandler. 


Left: 

DUTY SHOES—Reading from lower left, 
clockwise: Smart duty shoe on a 16/8 heel by 
Julian and Kokenge for the woman who has to 
come down gradually from high heels. Light 
but sturdy enough for the woman on duty, this 
extord from Walk-Over. Unlined softie, ideal 
duty shoe for many women who need a softer 
shoe. from E. P. Reed’s Collegebred line. A 
leading duty shoe with distinctive grooved heel. 

from the Swaggers line of Selby Styl-Eez. 
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Above: 

WORK SHOES—Reading from lower left, clock- 
wise: “Protective Toes” factory worker's shoe 
with two-ply protective box toes, rubber top 
piece attached by fibre peg nailing and 8/8 
heel . . . available also on 12/8 heel . . . from 
Spalsbury Steis Deevers. Entirely non-metallic 
work shoe on 11/8 leather heel with rubber 
lift from Endicott-Johnson. “Resistoe Safety 
Shoe” with non-metallic box toes from Gale. 
“Industrial Shoe,” a non-metallic safety shoe 
with a plastic boxing from Brown Shoe Co. 


Current official figures from the Office of 
War Information: 4,000,000 women in war 
industries today. 6,000,000 women ex- 
pected to be in war industries by the end 
of 1943 to replace men entering service. 


Current official national figures of enroll- 
ment of women in three leading war and 
defense organizations: 1. American Red 
Cross Special Volunteer Services .. . 
2,715,000 women. 2. Citizens Defense and 
Citizens Service Corps. . . . over 3,000,000 
women. 3. American Women's Volunteer 
Services . . . 325,000 members. 462 units in 
33 states, District of Columbia and Alaska. 


shoes at certain stores specified by the organizations to 
which they: belong. That is sometimes done. In that 


[TURN TO PAGE 35, PLEASE] 
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SEES HIS 


A THOROUGH knowledge of chemistry and an edu- 


cated curiosity are apt to lead any man far afield from 
the job on which he has been happily and successfully 
at work, now we are fighting for our nation’s life. 

So it is with Stanley P. Lovell, recently appointed 
Head Technical Aide of the National Defense Research 
Committee and Director of Research and Development, 
Office of Strategic Services, best described as an operat- 
ing arm of the Joint Chiefs of Staff—Admiral Leahy, 
Generals Marshall and Arnold and Admiral King—and 
whose job it is, in general, under the leadership of 
Colonel W. J. Donovan, to see that no stone is left un- 
turned if there is any chance of finding new stores of 
critical materials, new manufacturing processes, new 
synthetics, new uses for older synthetics, and, above all, 
new weapons of warfare. 


To his friends in the shoe trade, Mr. Lovell’s name 
suggests box toes and general research in and develop- 
ment of shoemaking and shoe parts. He, too, prefers to 
associate himself with that industry and his sudden tran- 
sition from Boston to Washington has left him, in his 
own words, “incredulous and a little dizzy.” He much 
prefers to think of his appointment, again in his own 
words, “‘not so much as a personal recognition as a 
tribute to the high craft which shoemaking has be 
come.” Mr. Lovell’s work, however, has many times led 
him into fields far removed from that of shoemaking. 

His last job of record before going to Washington 
resulted in revolutionizing the art of home dressmaking 
in this country. That, at least, is the story current 
around the offices of the Singer Sewing Machine Com- 
pany in New York City, whence he was. called about a 
year ago to see what could be done to relieve a condi- 
tion resulting from scarcity of the metals ordinarily used 
in manufacturing the frames, or “dummies,” over which 
dresses are made. The result was a plastic model, radi- 
cally new in design—not the often misshapen affair of 
wire and padded fabric—but one which made com- 
paratively easy the work of shaping the dress to the 
form of the woman planning to wear it. 

He also developed “Castex,” the plastic bandage in a 
tin can which replaces plaster of Paris as a cast for 
broken limbs and which, properly applied, need not be 
removed when X-Ray photos are to be taken, nor even 
when it becomes necessary to re-set the broken bone. 
And it is a further matter of record that his research 
ranges from box toes to block-busting bombs—from 
plastic scabbards for Tommy guns and automatic rifles 
to reduction processes whereby hitherto irrecoverable 
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minerals are made available to the war plants—from 
the action of fungi on the lining of a shoe to incendiary 
projectiles designed for the use of our air forces. 

He holds 104 United States letters patent. 


MR. LOVELL was born in Brockton but spent the early 
years of his life on Cape Cod with his father, a sea 
captain. Graduating from the grammar grades, he 
began his high school education in Brockton where his 
work in chemistry was so far above the average that his 
teachers persuaded him to make it his life work. They 
recommended Dartmouth. Two years were spent in the 
laboratories on the hills of Hanover which he left to 
matriculate at Cornell University on the equally high 
hills of Ithaca, N. Y. From this institution of learning 
he graduated with high honors, then spent several years 
with the E. I. du Pont de Nemours & Company, where, 
among other things, he dabbled in plastics, at that time 
just beginning to loom as an important raw material 
for industry. 

Leaving the du Pont organization with a well-thought- 
out plan in mind, he returned to Brockton and sought 
the advice of the late George E. Keith. Mr. Keith 
listened, asked innumerable questions and returned to 
a subsequent meeting with a check for a large sum of 
money to be put into a venture out of which came the 
now-famous Celastic box toe. The rights to this plastic 
shoe part, one of the first to be introduced to the shoe 
industry, later were acquired jointly by du Pont and 
the United Shoe Machinery Corporation. 


THEN came an association with John Daly of Daly 
Bros. Shoe Cé., in Mr. Daly’s Arden Box Toe Company, 
manufacturing the Dalo toe box, which lasted until he 
was invited by executives of the Beckwith Manufactur- 
ing Company to join that organization as vice-president. 
That was in 1929. He remained president of the Arden- 
Rayshine Company of Watertown, Mass. 

In 1934 Mr. Lovell took a vacation. It was a busman’s 
holiday. He went to Germany and called on executives 
of the I. G. Farbenindustrie—the so-called German dye 
trust—biggest chemical outfit in Europe if not in the 
world. In the company of the executive director he 
went on a tour of one of the huge plants, with his eyes 
and, fortunately, also his nose, wide open, for in one 
section of the plant he sensed the odor of mustard gas, 
deadly weapon of the German army during the first 
World War. Saying nothing, he continued to sniff, 
calling it a day when in two other spots far removed 
from the first and equally far from one another, he 
again detected that unforgettable odor. 
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STANLEY P. LOVELL 


Director of Research and Development, 
Office of Strategic Services. 


Called to the Aid of the Government in the War Emer- 
gency, Stanley P. Lovell, Whose Business Career Had Been 
Largely Devoted to Scientific Studies in Shoemaking, Now 
Turns His Talents to the Discovery and Utilization of 
Needed Materials and Processes for Our Armed Forces. 


Returning to the United States he reported to his 
company. There is going to be a war, he said, in effect. 
Germany is making mustard gas and preparing to eke 
out her natural resources by using plastics. Let’s forget 
the gas and go in for plastics for our own country. 

From this report grew the idea of a Beckwith sub- 
sidiary, the Victory Plastics Company, housed in a 
former plant of the Firestone Tire & Rubber Company 
at Hudson, Mass. In this plant are made the gun scab- 
bards mentioned previously. Over the plant, since 
Sept. 28 of this year, has waved the flag of the Army- 
Navy “E” award, given for contributions to the war 


December 12, 1942 


effort which might not have been possible had it not 
been for Mr. Lovell and his restful trip to Germany. 

Of today, he says only that his present job presents 
the biggest research problem in the world. Of the future 
he say that plastics will revolutiénize at least some 
methods of shoemaking—that the concentrated technical 
advance being made now is the sure precursor of 
miracles to come. 

At home, Mr. Lovell and his wife live in Newton, 
Mass. Their son, Richard M., a graduate of Williams 
College and of the Yale Law School, is an ensign in 
the United States Navy. 
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WEST COAST shoe retailers are advertising plainer 
shoes and emphasizing quality and wearability, as well 
as good fashion, because they see definite possibilities 
in early promotion of practical, useful shoes. Laying this 
foundation for advertising shoes to be accepted as an 
outcome of M-217, it is a logical follow-up for promo- 
tion of merchandise which ties in with the activities of 
customers. So, the alert retailers are doing this with 
copy and layouts as shown on these pages. 

Variety of thought—but all with the same basic idea, 
seems to sum up the comments from West Coast shoe 
retailers. H. V. Wetherby, who has shoe departments in 
both Pasadena and Glendale, looks forward to seeing 
the basic opera pump come into popularity—with sepa- 
rate ornaments to dress it up for different occasions. 
Larry O’Connor of Carol Wills, Oakland, is expecting 
the high-heel as well as lower-heel dressier ties to be- 
come more popular. “These types,” he says, “will not 
need elasticizing or buckles to make them fit well.” 

Jesse Thompson of Salt Lake City is finding favor 
with plain pumps—especially in black patent, because 
of proven fine fitting qualities. These shoes are well 
within the bounds permitted by M-217. By the first of 
the year, or shortly afterward, “the demand for quality 
fashion footwear will be in the accepted M-217 colors,” 
is the contention of W. B. Triplett of The White House, 
San Francisco. 

Through advertising the care of quality shoes for 
more attractive wearability will be encouraged, is the 
thought expressed by Arthur Weston of Charles Kushins, 
Oakland. Also in keeping with the M-217 order, Gude’s, 
Los Angeles, according to Ed Ware, have started early 
in their promotions of the plainer quality shoe in both 
dressy and walking types, stressing good fit instead of 
trimmings, for better walking feet. 

The general feeling with most other retailers on the 
Coast is that the outcome of the M-217 colors and pat- 
terns will be the return of well-shod feet, in quality foot- 
wear accepted by fashion. The elimination of “ginger- 
bread” trimmings and unnecessary colors in shoes will 
be the elimination of shoe headaches for the retailers 
who stand for alertness in good footwear. 


Contrary to the first thoughts of many, advertising 
programs for shoe advertising may even benefit 


Top to bottom: Carol Wills, Oakland, calls at- 
tention to alligator calf with comic atmosphere 
and stresses wearability; early promotion of 
M-217 shoes in another ad from Carol Wills; 
musical notes of the snake charmer explain the 
headline of H. V. Wetherby’s ad for Hertel’s, 
Pasadena; Gude’s, Los Angeles, emphasizes 
eye-catching simplicity through benday back- 
ground which ties in with headline; with the 
use of the “V” in the background, Baxter’s, 
Seattle, present shoes “in step with the times.” 


Boot and Shoe Recorder 


RE-EDUCATING 































9 lll 


ae 


a 


0) 2 Tc, a Se . O 


| oe 4 


° SOS. a 














* Sea, 


Left to right: Fricks in Glendale 
stress the elegance of the plain 
pump; the shoes braced over a 
would-be legal form carry out the 
double play on the word “Patents” 
in this ad for Thompson Co., Salt 
Lake City; Charles Kushins, Oak- 
land, carries out the brush tech- 
nique in reverse, in an attractive 

ad featuring a moccasin. 
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Careful Fitting and Correct 


from the provisions of M-217. Once again the ad- 
vertising programs of shoe stores and departments will 
have stronger foothold and be able to operate by the 
principles of good advertising and of the stores they 
represent. The ability to promote the sales of shoes 
through good shoemaking, careful fitting services and 
correctness of fashion will happily eliminate the fan- 
fare which has seemingly been necessary heretofore, 
even in the better stores. It has proved unsatisfactory 
to shout from the hilltops that red and green are “musts” 
in every shoe wardrobe, whether the customer fitted into 
the picture or not. 

West Coast shoe retailers are now placing more im- 
portance on their advertising programs than for some 
time past. Whether they use the same amount of ad- 
vertising space or not—and in some cases they will use 
more—they now have a more substantial story to tell. 
They are turning to effective advertisements as a means 
of reaching both new customers, brought to their re- 
spective localities through war industries, and also the 
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THE CUSTOMER UNDER M-217 


An Important Function of Retail Shoe 


Season — Good Shoemaking, 


Fashion the Copy Keynotes. 


by MARTHA WEISLER 


regular clientele, in order to keep them informed as to 
the right quality footwear. This double purpose adver- 
tising is evidenced in these and other advertisements 
seen on the Coast. The “new customers” or transient 
trade will come in as a result of attractive windows, as 
well as the ads, but the regular customer must be re- 
tained or brought back through informative copy in ads. 

Speaking frankly, many retailers know that a good 
number of their “better footwear” customers left them 
temporarily to buy a little “inexpensive number” be- 
cause it had just the right colors for a certain outfit, 
forgetting, of course, that what they considered right 
for color did not make it fashion-right for them. The 
constant change of promotions, with too many patterns 
and colors, tended to confuse them. This is the job ad- 
vertising and retail stores have at hand—to re-educate the 
customer “who \really knows better” to the correct road 
for her to follow “on foot.” 


















































The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Look Out for “the Trap” 


THIS week OPA sticks its foot Tn the door of the House 
of the Shoe Industry. It does it in the time-honored 
way of a friendly, off-the-record meeting, to sit down 
and consider a tie-up of quality standards with ceiling 
prices. Meetings have taken place in Boston, New York 
and elsewhere as a sort of conversational beginning for 
some sort of a survey, preliminary to a program of sim- 
plification and standardization. 

You see, economic stabilizer, James F. Byrnes, is 
the big boss in the Office of Civilian Supply. He wants 
to know what can be done to reduce civilian consumer 
requirements. He wants to know what shoes are really 
essential for civilian needs. He is in a position to make 
a decision affecting the life of the shoe business during 
the war period and you never can tell how much 
longer after that. Of course, he is wise enough to 
know that if the trade does it voluntarily, responsibilities 
are not the administration’s but those of the trade itself. 

A lot of conversation is on the subject of quality. It 
may not be a formula that says—so much for the cost 
of the ingredients should MAKE the price of the shoe 
at retail—but you can bet your bottom heel tap that 
once you put quality on the basis of ingredient costs, 
you've got a lot of “mush” cooking on the stove. There 
is somebody else, besides the manufacturer, interested 
in “what's cooking.” The real person, seldom mentioned 
in these meetings, is Mr. John Q. Public. He would 
like to know what’s cooking! 

Let’s be a little bit specific. The best quality sole 
leather is going to be taken by the Army and Navy 
here and abroad—aAllied Nations, etc., for footwear. 
Mr. John Q. Public, his wife, son, daughter and infant 
are going to get what’s left. Well, if Mr. John Q. Public 
buys a pair of shoes with a 7-iron sole, he’s going to 
get from two to six months less wear than he would 
have got if it had been a 9-iron sole. The intrinsic 
quality of sole leather in this case is the same whether 
it’s a 7-iron or 9-iron (because they might have been 
cut from the same side), but the wear hours are so 
much less because of the lesser thickness on the bottom. 
So quality is also a matter of thickness. 

The minute Washington comes out with a declaration 
“the shoe industry voluntarily standardizes shoes for 
quality and price,” then you can expect an irate John 
Public coming in and demanding his money’s worth. 
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He will demand a quality comparable with what he 
had. experienced before in footwear and won't accept 
a yard-of-conversation explaining why it is that the 
quality is lessened by WPB, etc. If wear is a considera- 
tion—and it usually is—you can argue until you are 
blue in the face. A statement from the Office of Civilian 
Supply is the final word and the public accepts that 
word rather than the explanation of the shoe man. 
Shoes are tied up with human nature as is no other 
article of wearing apparel. If his shoe pinches, even a 
Justice Byrnes might cuss the trade out. Here’s another 
slant on human nature that appeared in a two-column 
ad by Frank Brothers, shoe merchants of New York: 


“2,000 years ago in the Roman market place a 
woman rejected the merchant’s ordinary goods and 
asked for something better. And 2,000 years from 
now a woman will go to the market place . . . reject 
the average . . . and ask for something better.” 


All we can say is that tying up specifications with 
quality standards, when there is no measuring stick of 
quality, is going to make one “smell-of-a-mess.” But 
some of the smart boys in O.P.A. think they can run 
everything and it looks like they will be doing it, come 
what may. When, heaven forbid, half of the people are 
working for the government and on war work; and the 
other half are on the dole, it wouldn’t be surprising if 
some people might go barefooted. It’s possible to 
destroy business by complications. Every shoe man is 
ready for war sacrifice—but beyond that, not one step. 

By one of the news casters we learn that shoe produc- 
tion is going to be trimmed a full 30 per cent. Well, if 
you want our opinion, you won’t need any official edicts 
or orders or rationing systems to bring that about. It’s 
going to recede by the normal squeezes that are now in 
evident operation to anyone looking at the shoe trade 
from within. Factories are losing manpower, machine 
parts and metals. Factories are not getting soles and 
supplies to fill current orders, much less futures. It 
might be a White Christmas but it’s going to be a Blue 
M217 Easter; and that’s no play on words—because 
the public itself is in a self-denial mood when it comes 
to extra and fancy shoes. Let Nature take its course— 
the shoe industry can survive starvation—not social 
experiments. 
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KEEP Grashed CLEAN 





Clean brushes last longerand do 
better work. Hold 2 vct sponge 
to the face of the revolving 
brush until dry and hardened 
sediment or stain is softened 
and removed. Brushes washed 
while spinning on the shaft 
throw out the water and keep 
it from entering the construc- 
tion at the hub where it could 
cause warping or swelling: 
Power brushes should be clean- 





Weeks or even months of wear 
can be added or taken from the 
life of a power brush depending 
on the treatment it receives. The 
best and most economical gum- 
ming and staining is accom- 
plished with the tip end of the 
bristle or hair. “Burying” the 
shoe in the brush turns brush 
material at a sharp angle, weak- 
ens it and causes it to wear out 
faster. Too much pressure can 


































ed at least twice a day. also mat down the haif or bris- 
tles causing them to cut against 
each other. 


USE ALL OF THE B2ash 


Another way to get maximum 
service from a power brush is to 
move the shoe from side to side, 
utilizing the entire face. Avoid 
continual use of one spot as a 
hollow will be worn and the full 
efficiency of the brush destroy- 
ed. Reversing the brush at inter- 
vals also aids in obtaining longer 
more even wear. Use brushes 
correctly and before discarding 
one, make sure that it has given 
all possible production. 





Brushes not in use should be kept in a dry 
box, closet or storeroom with plenty of 
moth repellent. Bristle and hair are both 
favorite foods of the moth. 












TAKE GOOD CARE OF WHAT YOU HAVE 





WHY CONSERVE? 


Demands on the time, raw 
stocks and energy needed 
to replace wastefully used 
materials, detracts from the 
facilities needed to further 
the War Effort. 
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OTHER PEOPLE?’S 


Effective Windows Are 
Effective Ads 


An old, worn-out automobile tire is 
not a usual thing te see in a shoe 
store window, and an extremely aged 
tire attracted considerable attention 
recently in a window of Rabe’s Shoe 
Store in Van Nuys, Calif., recently. » 

The exhausted relic sat forlornly 
among pairs of very new men’s shoes, 
and a sign pointing from it to the 
shoes suggested: “NOW THAT 
YOU’RE WALKING .. .” 

E. E. Rabe, owner-manager of the 
store considers “effective window dis- 
plays the most effective kind of ad- 
vertising.” Accordingly a great deal 
of thought and planning go into mak- 
ing his windows really good ads. 

Currently, in another window, the 
three Axis leaders leer in caricature 
from a huge poster over the caption: 
“ALL KINDS OF HEELS” And all 
kinds of heels, from “sensible” flats 
to teetering highs, are represented in 
the accompanying display of women’s 
footwear. The shoes are arranged in 
parade formation down a foot-wide 
runway and around the window. 

* 2 @ 


The Way to a Woman’s 
Purse... 


Baxter’s Shoe Store, Seattle, Wash., 
had its comfort footwear demon- 
strated by a home economist at a 
series of matinees and evening pro- 
grams sponsored by cooking school 
recently. The meeting drew a large 
attendance, and displayed and demon- 
strated by a noted woman home econ- 


26 





omist and lecturer, the footwear at- 
tracted considerable attention, espe- 
cially among women who want com- 
fortable and easy shoes for standing 
long hours in their kitchens. 

As one home economist to many 
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‘More smort sb-debs wear this style 
then eny other on compuses across the 
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Addressed to the campus crowd. 





others, the noted culinary specialist 
was able to point out the good quali- 
ties of well-selected footwear for daily 
work and walking ease. As a further 
tie-in to the Seattle cooking schoel, 
Baxter’s gave a pair of its featured 
footwear as a cooking school prize to 
the housewife, showing the most excel- 
lent product of her kitchen. 
* ae > 


A factless salesman may be as 
dangerous as a tactless salesman. 
OPIsm. 

> * * 
Sells Bowling Accessories 


Bamberger’s, Newark, N. J., does a 
big business in bowlers’ accessories 
including shoes for both men and 
women. This is reported to be an up- 
and-coming sport among war workers, 
especially those on the night shift, 
whose after-midnight recreation facil- 
ities are limited. Women’s Interna- 
tional Bowlers’ Congress reports a 
jump in membership from 51,308 to 
183,737 in three years! There are 
many others who merely bowl for 
casual recreation. 

. 2% 


Free Parking Space 


If you’re in a community where new 
mothers will now bring babies to the 
store in baby carriages instead of the 
family car, take a tip from Schuster’s, 
Milwaukee, who provided parking 
space for them. Alexander’s on busy 
Fordham Road, New York, has an 
elderly man to check carriages and 
babies while mothers shop in the 
store. 
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“Further Reduction” Cards 
Speed Sale Turnover 


A “more respectable means of 
marking down shoes” has been de- 
veloped by William A. Luhrs, men’s 
shoe buyer at Gano-Downs, Denver, 
Colo., through the use of judiciously- 
spotted “further reduction” signs 
after the first two weeks of any sale. 

Mr. Luhrs has made a study of the 
bargain influence in shoe purchasing 
by his customers, and has found that 
simply informing the customer that 
one or two reductions in price have 
been made is much better than signs 
reading “14 off” or “1 off” etc. Con- 
sequently, when the Gano-Downs store 
stages its annual Summer shoe sale, 
Mr. Luhrs first marks the stock down 
to whatever the sale price is to be, and 
runs one newspaper ad announcing 
the sale. Small cards giving the value 
and price of the shoes are scattered 
through three or four table displays 
for two weeks, as well as in each of 
eight windows along the front of the 
store. 

This plan is enough to dispose of 
the bulk of the shoes on sale. Then, 
two to three weeks following, Mr. 
Luhrs cuts the price from 50 cents 
to 75 cents more, and replaces the 
signs around the department and in 
store windows with others which read 
“Further Reductions” giving the new 
reduced price only. Another small 
newspaper ad is run contiguously— 
and the diehard bargain-hunter cus- 
tomers can be depended to come in. 

“This system gets a lot more re- 
spect, which we value in selling $15 
and $12 shoes on sale” Mr. Luhrs 


summed up. 
* * * 


Put "Em on Record 


Franklin Simon, New York, fea- 
tured a layette window with babies on 
fleecy clouds, saying, “My dear, sim- 
ply everyone is having mothers these 
days.” Which reminds us of the idea 
used by the Paris Co., Salt Lake City 
of taking the finger and toe prints of 
babies and finger prints of older chil- 
dren at the store, under the direction 
of the superintendent of the bureau of 
identification of the city. Especially 
good during the present upswing ™m 
births. 


* * * 
School Days 


To encourage attention to instruc- 
tors’ talks at staff meetings, S. J. 
Brouwer Shoe Co., Milwaukee, dis- 
tributes an examination paper at the 
conclusion of the talk, which includes 
questions on the points brought out 
in the lecture. Another store has 
clerks’ put on fitting demonstrations, 
using another clerk as the customer. 
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Be On Time for the Parties 


Peck’s, Kansas City, Mo., takes out 
all Christmas windows on Dec. 22, and 
replaces them with New Year’s win- 
dows, which tie in with New Year's 
celebrations. It’s a good idea to begin 
to feature party shoes early. 

* * + 


For the Working Woman 


Stores everywhere are tying up ads 
amd displays that feature wants for 
“women at work.” The Broadway, Los 
Angeles, have a “work clothes bar.” 
If space is at a premium, adopt the 
“bulletin board” idea—attach sam- 
ples of shoes, hose, etc., to the board. 
Accompany each item with tag that 
shows description, stock number and 
price. 

~ * ft 
Speaking of Self-Service 

While you may not have a big clear- 
ance sale, you may want to set up a 
section for the close-out of odds and 
ends. Some years ago, A. W. B. John- 
son of Birmingham named his self- 
service store the “Saveteria.” 
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Milton Gair, proprietor of Gaoir's 
Men's Shop in Redlands, Calif., is a 
strong believer in the promotion of 
known and nationally advertised 
brands of shoes, clothing and acces- 
sories. Above is a typical ad of the 
type Mr. Gair has found to be suc- 
cessful business builders. 









Play Shoes for Victory 


A clever display used by the 
March Shoe Store in Tokepa, Kan- 
sas, is credited by C. E. March, 
president, with the fact that the 
store has sold more than 1800 pairs 
of play shoes intended originally for 
vacation or beach wear to women 
defense workers who find them com- 
fortable for long stretches at power 
machines. 

When a local ordnance plant for 
cartridge production was completed, 
Mr. March put in a complete line 
of low-heel work shoes for. women, 
choosing them from among walking- 
shoe styles provided by manufac- 
turers. These, however, didn’t sell as 
well as did play shoes, a surprising 
fact which caused Mr. March to 
cancel some of the previous orders 
in favor of casuals in bright colors 
which men defense workers stated 
were more comfortable and helped 
to offset the khaki drabness of their 
work overalls. 

Accordingly, Mr. March doubled 
his play-shoe stock, and searching 
around.among garages and machine 
shops, obtained an old, non-operable 
woodworking lathe. This was painted 
in bright red, white and blue patrio- 
tic colors, and placed in the main 
display window. A manikin of a 
girl in work clothing was arranged 
bending over the lathe as if at work, 
with an American flag in the back- 
ground. The front of the window 
showed 20 choices of canvas, leather 
and novelty play shoes from $3 to 
$5.50, with a sign reading, “Play 
Shoes Do Their Part for Uncle Sam” 
and describing the comfort features 
of styles shown. Response to this 
clever display was among the heaviest 
in the store’s history. 

a * 2s 
Unique Shoe Service 
Clab Card 


The Howard Shoe Service, San 
Francisco, Calif., is using a unique 
plan for advertising its repair service. 
A club card is issued with spaces de- 
voted to heels, soles and toe tips, with 
various prices listed. When a cus- 
tomer has work done the appropriate 
space is punched and after five such 
punches the sixth pair of shoes is 
repaired free of charge for the same 
service. 

* * * 


It’s All Done With Mirrors 


L. S. Ayers and Co., Indianapolis, 
finds that full length mirrors which 
permit customers to model shoes and 
bags at the same time not only elimi- 
nate guesswork in matching, but in- 
crease double sales. Sale is further 
increased by selling the correct type 
of cleaner. 































































Another feature is the metal shank 
piece or “arch-supporter.” This pro- 
tects the sole of the foot from danger- 
ous puncture wounds which often cause 
serious or fatal infections. An ex- 
tended inner counter offers the same 
protection against punctures through 
the inner-lower surface of the foot. 
Some safety shoes contain the old Con- 
gress boot idea, giving an elastic fit 
around the ankle. Small, hot particles 
cannot drop into the shoe and cause 
severe foot burns. These are the com- 
mon features of the safety shoe, de- 
signed for specific protection against 
the injuries most frequently striking 
the industrial worker’s feet. 


Many manufacturers and retailers 
are concerned about the recent ruling 
of the War Production Board which 
now prohibits the use of double soles. 
However, this ruling applies to all 
shoes except those worn in agricultural 
or industrial work. Thus the safety 
shoe and work shoe will not be affected. 

Anyway, the only merit of the double 
sole is its durability. But it lacks fiexi- 
bility, which is of tremendous impor- 
tance to the worker whose feet must 
be ever nimble in confronting the con- 
stant hazards on the job. Also, the ad- 
ditional weight and thickness of the 
double sole are heat-producing and 
sweat-producing factors. Heat and 
sweat are destructive to the shoe and 
set up unsanitary conditions within the 
shoe. It is important that workers’ feet 
be kept healthy. Elimination of. the 
double sole will actually benefit the 
retailer. Because the worker will have 
more foot comfort in the lighter-weight 
shoes he will be a more willing and fre- 
quent buyer of work shoes. 


Going After the Business 


How does the retailer go after this 
safety-shoe and work-shoe business? 
First, he should fully realize that the 
industrial doctors and safety engineers 
and plant management are right be- 
hind him. The sales ice is already 
broken. He needs only to reach the 
workers themselves in the factory, 
plant or shipyard. This advertising- 
merchandising campaign does not en- 
tail prohibitive costs. The smallest re- 
tailer can promote it. 

Let’s see how one alert retailer did 
it. His store was located near a fac- 
tory employing 5000 men. However, 
he was selling work shoes and safety 
shoes to only a small fraction of the 
men. He knew that most of the men 
were wearing out their old dress shoes 
on the job. He learned, too, that in- 
juries to toes and feet were high on 
the list of accidents at the factory. 

He approached the firm’s industrial 
doctor, suggesting the possibility of 
reducing foot accidents through use of 
safety shoes. The doctor was enthusi- 
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[CONTINUED FROM PAGE 17] 


astic. He sent the,shoe man to the 
safety engineer who gave a quick okay, 
for he was eager to reduce the per- 
centage of accidents in the plant. With 
these authoritative recommendations 
the shoe man went to the plant mana- 
ger. Said the manager, “Go ahead. I’m 
for anything that will keep our men 
safe on the job. Accidents cost us 
money.” 


Advertising Proves Effective 


With this complete cooperation the 
shoe man inserted a full stock of safety 
shoes. He distributed handbills at the 
factory gates at quitting time. He ad- 
vertised in the factory newspaper. Also, 
with the cooperation of the doctor, 
safety engineer and management a 
safety shoe campaign was promoted in 
the factory. The number of men wear- 
ing safety shoes in the plant rose from 
2 per cent to 34 per cent in two months. 
The percentage of foot and toe injuries 
was reduced 41 per cent. 

The management was so pleased with 
the results that the wearing of safety 
shoes was made compulsory for all 
employees. The shoe man received al- 
most 100 per cent of this business. He 
is now lining up two other local firms 
on the strength of the favora le reports 
from the original firm. 

Selling a plan like this is rleatively 
simple. Why? You are rendering a 
real service to the firm. You are saving 
them money through labor, time and 
disability compensations. 

Any shoe man can write to the Na- 
tional Safety Council in Chicago for 
authoritative statistics on foot and toe 
injuries caused by inadequate footwear 
on the job. Also, they will gladly fur- 
nish pamphlets and endorsements on 
safety shoes. This material makes a 
convincing sales argument. But re- 
member, when selling your plan to the 
management you present it first in the 
interests of the worker and manage- 
mente You’re not selling shoes only for 
your profit but for the benefit of the 
employee and employer. This presenta- 
tion clicks. 

Shoe men should know the attitude 
of the worker toward safety shoes and 
work shoes. Surveys and experience 
have shown that workers will wear 
protective footwear IF: 

1. They are educated in foot-safety 
precautions and the dangers of im- 
proper shoes on industrial jobs. 





FRIEND MERCHANT 


"For ten years the Recorder has been 
my greatest teacher," writes a salesman 
in a Vermont shoe store. 

See to if that your salespeople read 
this and every issue of the Recorder. 

For they will then be able to do a 
better selling job for your customers, for 
yourself and for themselves. 





2. They are shown the false economy 
of wearing out old dress shoes on the 
job. 
8. The sale of protective shoes is 
made easily accessible in or near the 
place where they are working; con- 
venient service. 

4. They are informed about safety 
shoes and made to see their value to 
health, job and earnings. 


Safety Shoe Education Needed 


It is amazing how few industrial 
workers really know about safety shoes, 
or even about ordinary work shoes. 
This is partly due to the shoe men’s 
neglect to push this profitable line. Also, 
because millions of new workers are 
coming into industry these hectic days 
—people who have never worn work 
shoes. Yet these millions are all po- 
tential customers for such footwear. 
Any shoe man who aggressively goes 
after this business is certain to win a 
certain percentage of new profits and 
customers. 

But now is the golden opportunity to 
go after this business; now because 
there are so many millions of indus- 
trial workers who can use and afford 
these shoes. Most important, if he can 
take advantage of present opportuni- 
ties to establish a safety-shoe and work- 
shoe trade now, he will have built a 
large and permanent sales outlet by the 
time the war is over. His aim now 
should be to make the workers in his 
community conscious of their feet on 
the job—to get employees into the 
safety-shoe or work-shoe habit. Start 
building today for tomorrow. 





Plan Christmas Party 


SEATTLE, WASH.—The Seattle Shoe 
Dealers’ Association plans a Christmas 
dinner party, December 9, to be held 
at the Hotel Gowman. Although there 
won’t be a Christmas tree, there will 
be plenty of gifts and impromptu 
speeches, according to Roy Larsen, sec- 
retary-treasurer. 

The association wil] celebrate its 
party together with the “Old Timers” 
who have been in the shoe business for 
forty years or more, many of whom 
are now retired. 





To Manage Des Moines 
Department 


MINNEAPOLIS, MINN. — E. E. Gam- 
melgaard, head of shoe department of 
Juster Brothers men’s wear store, 43 
South 6th Street, has been appointed 
manager of the new Nettleton shoe de- 
partment of the Herman Kucharo men’s 
store, Des-Moines, Iowa. Prior to ser- 
vice at Juster Bros. which extended 
over several years, he had been as- 
sociated with retail shoe stores in West 
Palm Beach, Fla. 
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SHOE TRADE 


October Shoe Production Up 7.4 Per Cent 





Output Higher Than in September, but 12.9 Per Cent Lower 
Than Production in October 1941. Total of 408,345,709 
Pairs Produced in First Ten Months of 1942 


WASHINGTON, D. C.—Production of 
boots, shoes and slippers other than 
rubber for October amounted to 339,- 
823,292 pairs, according to a monthly 
release by the Department of Com- 
merce, Bureau of the Census. This 
figure represented an increase of 7.4 
per cent over production in September 
and a decrease of 12.9 per cent from 
production in October 1941. Produc- 
tion for the ten-month period, January 
through October, totaled 408,345,709 
pairs, 3.9 per cent lower than the figure 
for the same period a year ago. 

Production of government shoes, in- 
cluding both dress and work types, 
reached the figure of 3,920,068 pairs in 
October, compared with 3,333,421 pairs 
in September and 1,474,177 pairs in 
October 1941. Total production of these 
shoes for the first ten months of the 
year was 33,469,399 pairs, 170.4 per 
cent higher than the figure for the cor- 
responding period a year ago. 

Men’s dress and work shoe produc- 
tion in October amounted to 8,282,073 
pairs, slightly higher than the 7,559,886 
pairs produced in September, but lower 
than the 11,931,332 pairs produced in 
October 1941. The decrease in this 
classification was reflected further in 
production for the January through 
October period; in 1942 it was 87,341,- 
443 pairs and in 1941 100,509,390 pairs, 
13.1 per cent lower. 

A total of 1,580,054 pairs of youths’ 
and boys’ shoes were manufactured 
in October, slightly higher than the 
1,418,808 pairs in September, and lower 
than the 1,909,794 pairs produced in 
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October of last year. Productipn for 
the ten-month period in 1942 reached 
14,666,231 pairs, 9.6 per cent lower 
than the figure for 1941 of 16,225,265 
pairs. 

Women’s shoe production in October 
totaled 13,855,784 pairs, only slightly 
higher than the Septem*er figure of 
18,647,667 pairs, and substantially low- 
er than the 14,627,356 pairs which were 
produced in October 1941. Production 
for the January through October period 
reached 153,909,497 pairs, 5.2 per cent 
lower than the 162,304,685 pairs pro- 
duced in the same period in 1941. 

Production of misses’ and children’s 
shoes came to 3,239,644 pairs in Octo- 
[TURN TO PAGE 40, PLEASE] 








SATURDAY. 


Products Exchange Bureau 
Established by NESLA 


Boston, Mass.—As a wartime mea- 
sure, the New England Shoe and Leath- 
er Association’s Executive Committee 
has approved the establishment of a 
Shoe and Leather Products Exchange 
Bureau. 

“This Bureau will operate to facili- 
tate the exchange of merchandise of 
which one manufacturer may have a 
surplus and another may, have a short- 
age,” explained Louis H. Salvage, As- 
sociation presidegt and leading Man- 
chester, New Hampshire, shoe manufac- 
turer. “The facilities of this Bureau 
are to be open to all persons engaged 
in the manufacture of shoe and leather 
products in New England and not only 
to those manufacturers who are mem- 
bers of this Association. 

“The Association will take no part in 
negotiations which may lead to a sale 
or exchange of this material. It will 
act merely as a clearing house of in- 
formation. This exchange is organized 
to facilitate and not to restrain or pre- 
vent the free interchange of goods. Any 
interested manufacturer will be fur- 
nished with lists of materials offered 
for sale upon request to the Secretary, 
Maxwell Field, 210 Lincoln Street, Bos- 
ton.” 


Army Buys Burlap Insoles 


Boston, Mass.—One hundred thou- 
sand pairs of burlap insoles have been 
contracted for through the Boston 
Quartermaster Depot, it was announced 
here recently. The C. A. Grosvenor 
Shoe Co. is to furnish 20,000 pairs; 
Chesapeake Shoe Mfg. Co., 58,500; and 
the Berman Cut Sole Co., 21,500. 

The firm of Leas & McVitty has been 
given a contract to supply the Army 
with 44,200 pairs of cut soles of leather. 
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Poor Joe! 

He went AWOL 
when he found 
the army 
didn’t issue 
Matrix Shoes 























Neo. 269. Brown 
Matrix Oxford for 
Military or Civil- 
ian wear. In Black. 
No. 274. 


Like 91% of the men who once 
buy Matrix Shoes, Joe just didn’t 
want to walk without them. We 
admit that most men in Joe's 
fix don’t go AWOL; they just 
go to the nearest Matrix retailer. 
That's where you come in. Write 
us. The Matrix franchise in your 
city may be open! The House 
of Heywood, Worcester, Mass. 


—— 


FOOTPRINT IN LEATHER” 
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Buffalo Association 
Elects Officers 


BuFFALO, N. Y.—At the annual elec- 
tion of the Greater Buffalo Shoe Re- 
tailers’ Association and Affiliated Shoe 
Trades held recently, Fred Manning was 
re-elected president, Harry J. Deters 
was elected business manager and 
financial secretary. Other officers are: 
George W. Cooke, vice-president; Oliver 
LaReau, secretary; George L. Seifert, 
treasurer; Charles W. Reis, head of the 
Board of Directors. Other directors are 
as follows: Michael Santercole, Benja- 
min Etkin, Robert L. Holmes, Herman 
Meyer, Alfred Balduf, Clarence Lanich, 
Carl P. Sickler, Benjamin Thome, Rob- 
ert Smith. 

Erie County 
Frank Panzica, 
Claude Keebler, 


directors elected are: 
Lancaster, N. Y.; 
Lancaster, N. Y.; 
Frank Measer, Williamsville, N. Y. 
Niagara County directors: Joseph R. 
Fitzgerald, Niagara Falls, N. Y.; Rob- 
ert MacFarlane, Niagara Falls, N. Y.; 
Don. Kenney, Lockport, N. Y. 

Main Street Council directors elected 
are: Joseph Pfeiffer of Bergers; Leo 
A. McClanhan, Adam, Meldrum & An- 
derson Co.; Willard Lewis, Flint Kent 
Co.; John I. Jacobs, Paris Boot Shop. 
All will be installed at the association’s 
annual dinner in January. 


Bernheim Heads Local 

Chamber of Commerce 
HopokENn, N. J.—Another honor came 

to George B. Bernheim, chairman of the 


board of R. Neumann & Company, 
here, when the Chamber of Commerce 


elected him president of the civic or- 
ganization, whose membership com- 
prises key men in many nationally 
known firms. Mr. Bernheim was in- 
stalled in office at the annual dinner at 
the Union Club. 

This year marks the 40th since 
George B. Bernheim, a graduate of Co- 
lumbia University, came to Hoboken to 
work for R. Neumann & Company. As- 
sociated with him in the business are 
two sons, Richard, the company’s presi- 
dent, now a lieutenant in the U. S. 
Navy, and Philip, a vice-president and 
tannery executive. A third son is a 
professor at Duke University. 

Executive posts are nothing strange 
to Mr. Bernheim, according to the 
Hoboken press, which lists these affili- 
ations: Governor of the New York 
Commodities Exchange; a member of 
the executive council of the Tanners’ 
Council of America; treasurer of the 
Research Foundation of the Tanners’ 
Council; second vice-president of Mt. 
Sinai Hospital, New York City; a gov- 
ernor and past president of the Har- 
monie Club, New York; secretary of 
Draft Appeal Board No. 3, New York 
City, and a member of Columbia Uni- 
versity, Whist, and the Century Coun- 
try Clubs. 


Nathan Albaum 


Astoria, L. I.—Nathan Albaum, co- 
owner of Talson’s Footwear, Inc., one 
of the leading family shoe stores here, 
died recently. He had been in the retail 
shoe business for the past 30 years. 
Mr. Albaum was the son of T. Albaum, 
an old-time shoe retailer from New 
York City, with whom he was associ- 
ated for some time. 








Selby Honors Employees in Service 





Portsmouth, O.—Selby Shoe Company's 130 men and three women in the armed 
services were honored recently when the Honor Roll on which their names are in- 
scribed was dedicated. The blue board, which measures four by eight feet, is 
topped by a large wooden eagle carved by hand by Orin Wolery of the Sclby 


organization. 


Names are printed in black on individual cardboard strips, with the 


names of those who lost their lives lettered in gold. Committee members who 

planned the dedication are: Fred Hamilton, chairman; Emerson Pence, Dave Stvens, 

Ernest Raike, Norman Bartiett, Harry Hyland, Ed Lawson, Clyde Knost, Charles 
Krick, Marion Prosch. The board was designed by Ed Deerr. 
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Philadelphia Guild Limits Sales Period 





Two-Week Clearance Period Set to Begin No Earlier than 
January 4th. Opinion Expressed that Sales 
Would Be Unnecessary 


PHILADELPHIA, Pa. — A number of 
matters of interest to shoe men came 
before the meeting of the Philadelphia 
Shoe Merchants’ Guild which was held 
recently in the Coral Room of the 
Adelphia Hotel in this city. 

The Guild, which is composed of 
Chestnut Street merchants, had a repre- 
sentative attendance with T. Dun Bel- 
field of Steigerwalt’s presiding. At a 
previous meeting the Guild passed reso- 
lutions addressed to the Health Director 
of Philadelphia asking for regulation 
concerning the fitting of shoes to stock- 
ingless feet, which will present a prob- 
lem to shoe men everywhere next 
Spring and Summer. At the meeting a 
detailed letter from the Health Director 
was read in which he pointed out that 
a campaign of education on the part of 
the trade would doubtless be more ef- 
fective than mandatory regulation, and 
further stated that only in rare in- 
stances had such regulation become a 
matter of law and where it had, the 
regulation was state wide rather than 
city controlled. The Guild expects to 
take action along the lines suggested 
by the Health Director when the matter 
becomes more urgent. 

The matter of fixing a date at which 
clearance sales should be advertised as 
such was also among the matters dis- 
cussed. It was the opinion of many in 
attendance that there would be little 





FOR BETTER SHOE SELLING 


These are times in which the personnel 
turnover in shoe stores is unusually high, 
due to wartime conditions. 

Proper education of the new sales- 
people, so that they may serve the public 
intelligently and efficiently, is a problem 
which is receiving the thoughtful atten- 
tion of the best minds in the trade. 

BOOT AND SHOE RECORDER is en- 
deavoring to make its contribution by 
publishing articles of educational value 
about shoe fitting, shoe selling, shoe 
styles, leather and the other shoe materi- 
als that play a part in good shoemaking. 

So we suggest that shoe merchants, 
managers and buyers who comprise the 
great majority of BOOT AND SHOE 
RECORDER subscribers pass their ccpies 
along to these new salespeople, with the 
recommendation that they read each is- 
sue carefully. Better still, check the ar- 
ticles and features that yow believe will 
be of special interest and value to the 
salespeople in your store, then make 
these articles subjects for discussion at 
your sales meetings. 





or no occasion for clearances at all due 
both to the scarcity and stability of 
merchandise. Nonetheless it was de- 
cided that in the event of sales being 
held, they would not be presented pub- 
licly before January 4th, 1943, and their 
duration would be limited to two weeks. 





Rand Estate in Trust 
For Children 


St. Louis, Mo.—Mrs. Frank C. Rand, 
wife of the chairman of the board of 
the International Shoe Company, left 
the bulk of her estate, consisting chiefly 
of stock in the shoe company, in trust 
for her six children in her will, which 
was filed in Probate Court at Clayton, 
recently. 

Mrs. Rand, who recently died of 
heart disease, explained in her will that 
her husband was otherwise provided for 
and by agreement was not mentioned 
as a principal heir. He was named 
executor of the estate and bequeathed 
household goods and other effects in 
their home at 7100 Delmar Boulevard, 
University City. 

A brother, Philip Hale, Webster 
Groves, received a bequest of $25,000, 
and all servants in the home were left 
specific amounts. 

The remainder of the estate was left 
in trust in equal shares for her chil- 
dren, with the provision that each re- 
ceive not less than $5000 a year. Point- 
ing out that most of her estate consisted 
of the shoé company stock, Mrs. Rand 
directed the trustees that if ever it be- 
came necessary to dispose of the stock, 
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it should be done in such a manner as 
not to disturb the market. 

The six children named are Edgar E. 
Rand, Mrs. Gale F. Johnston, Henry H. 
Rand, Frank C. Rand, Jr., Ensign Nor- 
fleet H. Rand and Mrs. Laura Rand 
Orthwein. 

The will pointed out that Mrs. Rand 
had given to charity in her lifetime and 
that, although she was making no 
specific charitable bequests in the will, 
the trustees might make such charitable 
contributions as they thought advisable. 





2337 E-J Employes in Service 


BINGHAMTON, N. Y. — Endicott-John- 
son Corporation announces proudly that 
2337 of its employes on December 3 
were in the armed forces of the United 
States, which is 627 more than were in 
service during all of the first World 
War. 

Not only are they given the backing 
of the people back home with the pur- 
chase of War Bonds and contributions 
to every phase of the war effort, but 
they are remembered by the compahy 
with pay for holidays, a home town 
daily newspaper for each and in count- 
less other ways. 














Not all of us can manufac- 
ture the tools of war, yet 
in some way there is a 
part for everyone in the 
war effort. 


With men giving their lives 
so that the world may be a 
better place for those who 
survive, no one wants to 
be unpatriotic. Everyone 
wants to do their part. 


Health Spot Shoes are no 
exception, and we are 
proud of the fact that a 
large part of our manufac- 
turing facilities are being 
used for the manufacture 
of men’s Navy high shoes. 
In addition to our govern- 
ment work, we have a re- 
sponsibility to those who 
need Health Spot Shoes— 
especially the men and 
women who are working in 
war industries or are in 
some way connected with 
the war program. 


For many years Health 
Spot Shoes have served 
with utmost satisfaction 
the men and women for 
whom the comfort-giving 
features of these shoes 
meant liberation from an- 
noying foot troubles. 


Today, Health Spot com- 
fort is especially impor- 
tant. With enforced walk- 
ing upon us and more peo- 
ple going to work at jobs 
that keep them on their 
feet all day, the need for 
comfortable and _service- 
able shoes increases. 


It shall be our constant aim 
to maintain the quality, the 
comfort and the service 
which Health Spot Shoe 
wearers have always 
enjoyed. 


MUSEBECK SHOE COMPANY 
Danville IMinois 
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STEEL TOE 
SAFETY SHOES 


and 
POPULAR PRICED 
WORK SHOES 
Carried in Stock 
GOODWILL SHOE 
COMPANY 
Holliston, Massachusetts 
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Ski Boots 
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For Men and Women 
Designed by 
Swiss Ski Experts 


$2.85 Up 


10 — IN STOCK 


IMMEDIATE 
—" 


SEND FOR CATALOG 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.¥.C 
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Bowling Shoes 
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BROOKS 
BOWLING SHOES 
WILL NOT MARK FLOORS 
COMBINATION SOLES 
Men's High. .$3.40 
Men’s Ox. .. 3.35 
Ladies’ Ox. .. 3.25 


ee SHOE MFG. CO 
h & Market Sts., Philadelphia 
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Children's Shoes 


Ee 


The C. A. Haines 
Shoes for Children 
IN STOCK 


'o retail 
$2.00 to $3 


BCD. all colors 


Flex-A-Proved Cushion Aa % 
construction, soft and A “— 

igned; all £2104 
— Write for Cata- White Elk 


SUPERIOR SHOE CO., Mfrs. 


508 S. Peoria St. Chicago 
also carried » stock by 
| Shee Co., Fre soberenr & Bro. Co., 
251 W. Jefferson St., tise 121 E. Columbia ot: 
W pemreit Fort Wayne, Indiana 
Jayson Shoe Co. . . . Los Angeles, Cal. 





| Mr. 
| in America” 


Timely Ad Features Children’s Slippers 


je 


Macy: iii tes, 


New York—Timely suggestions for gift shoppers were contained in this attractive 

ad by R. H. Macy & Co., here. The arrangement permits featuring a large amount 

of merchandise without running the risk of having the ad appear cluttered or over- 

crowded. Note how the line sketches of the children attract the eye and put over 
the message at first glance. 





S. J. Brouwer Honored 


At Dinner 
MILWAUKEE, Wis. — S. J. Brouwer, 


| head of the S. J. Brouwer Shoe Co. 
| since he organized it Dec. 2, 1902, was 


guest of honor recently at a dinner at 


| the City Club, at which 200 persons 


joined in the anniversary observance. 
After relating the history of the firm, 
Brouwer recalled it was “the first 
to establish a school in 
which physicians and employes of the 
firm promoted studies to insure better 
fitting shoes. Speakers included M. J. 
Evans, Chicago, and Atty. Walter H. 
Bender, while Municipal Judge Max W. 
Nohl was toastmaster. 

The observance brought to mind the 
time when the firm transferred from 
quarters in the rear of the Wells Bldg. 
to part of the space one of its stores 
now occupied at 330 W. Wisconsin Ave. 
The company had been founded six 
years before, in a small room on the 
second floor of what was then known as 


| Mrs. Follansby’s Bldg. 


The 1908 moving took place on a 


Saturday night. Newsboys from the 
Milwaukee Journal were summoned and 
each was given a parcel containing five 
pairs of shoes. The Journal newsboys’ 
band led off and a truck proudly bear- 
ing Mr. Brouwer’s desk and chair 
brought up the rear, and they went 
rooting and tooting through the down- 
town crowds to the new location. 

The firm now has stores at 330 W. 
Wisconsin Ave., 7606 W. State St., 
Wauwatosa, and 7223 W. Greenfield 
Ave., West Allis. 





FRIEND MERCHANT 


If you have been fortunate enough to 
keep your sales staff intact you can 
make them still more valuable to you 
and to your customers by urging them 
to read the Recorder every week. 

If, as a result of war conditions, you 
have new or inexperienced salespeople 
insist on their reading the Recorder. 

Each issue contains educational mate- 
rial of inestimable value. 
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QUAKER CITY DIVISION 


«Mied Kid Company 


519 West Huntingdon Street, - - Philadelphia, Pa. 
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Put us in 
@ pair of shoes, 

On THIS deal 
you cannot lose. ; 
EDGAR S. KIEFER TANNING COMPANY | 


TANNERIES AT GRAND RAPIDS, MICHIGAN 
SALES: CHICAGO, 223 W. LAKE $T. © BOSTON, 42 LINCOLN ST. 


PIGSKIN 





INNERSOLES - COUNTERS - WELTING 
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Riding Boots 
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IN STOCK 
FOR MEN, WOMEN 
end CHILDREN 
ALSO 
JODHPUR & FIELD 
BOOTS 


JM.CONNELL 


SHOE CO 





O FRAIWTREE MASS 


ee OF 


Stroll-Mocs 


i ee i eid 


Men's Leisure Type 


$] : @ TAN ELK UPPERS 


@ FLEXIBLE CON- 
STRUCTION 


@ KICK-OFF BACK 
@ LEATHER SOLE 
@ RUBBER HEEL 

@ HAND-SEWED 










ie 6390 EFFECT 
in Stock 
at Onee Delivery Sizes 6-12 D Width 


| 





Send for Catalog ASCO ATHLETIC FOOTWEAR 
ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C. 


J 





When you have read this copy of the 
RECORDER, pass if along to the mem- 
bers of your sales staff and urge them 
to read it, too. New salespeople in shoe 
stores will find the RECORDER a valuable 
source of information that will aid them 
in their work of fitting and selling shoes. 


34 


Frederick B. Elliott, Sr. 


Fuint, Micu.—Frederick B. Elliott, 
Sr., president of four shoe companies, 
died here recently after a heart attack. 





FREDERICK B. ELLIOTT, SR. 


He headed the Harryman Shoe Co. of 
Lansing and Owosso, the Standard Shoe 
Market and Economy Shoe Stores in 
Flint. 

In 1899 he managed the shoe depart- 
ment of the Herbert N. Bush store, but 
within a year went into business for 
himself, opening the Economy Shoe 
Store. Mr. Elliott was a past president 
of the Michigan Retail Shoe Dealers’ 
Association, and was active in com- 
munity and civic affairs. 

Survivors are his widow, two sons, 
Fred B. Elliott, Jr., who was associated 
with his father in the management of 
the stores, and Laurin; two sisters and 
three grandchildren. 


Heavy Attendance 
At Buyers’ Week 


INDIANAPOLIS, IND.—Despite adverse 
weather conditions, tire and gasoline 
rationing, virtually every shoe retailer 
in Indiana attended the twentieth an- 
nual Shée Buyers’ Week, sponsored by 
the Indiana Shoe Travelers’ Associa- 
tion in the Claypool Hotel, here, recent- 
ly. Approximately 1000 shoe men reg- 
istered, and sales at the close when 
compared with former years were far 
in excess in volume of pairs and dollars 
and cents. 

Most of the manufacturers confined 
their sales efforts to old accounts and 
invited no new business. Lines of 
kindred industries were on display, and 
these, too, reported an excess of busi- 
ness compared with former years. 
There were no business meetings or 
discussions, and buyers had ample time 
to select their merchandise for the 
coming Spring and Summer seasons. 

While there was not a large assort- 
ment of footwear to select from, those 
displayed were sturdy in construction, 
and attractive in appearance. Gabar- 
dine for women headed the list in black, 
blue and brown, with conservative heels, 
and from all reports will be one of 
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AScO 
BOWLING SHOES 
and OXFORDS 
up 20 STYLES IN STOCK 
IMMEDIATE DELIVERY 
All Combination Soles 
Buek Leather Outsole 
on Left 
SEND FOR 
CATALOG 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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BROCKTON, MASS. 











the season’s best sellers. Play shoes 
are important and in excellent demand, 
all in basic colors. Patent leather ap- 
pears to be coming to the front in a 
seamless pump, with or without bow 
treatment, and the patent leather san- 
dal is bringing up the rear, in open 
toes and higher heels. 

Noticeable at all displays was the 
all-purpose shoe, in many sizes and 
widths, and constructed to combine com- 
fort and style. 

The men’s picture also featured few- 
er styles, more sizes, widths, and shoes 
built on conservative lines, extremely 
military in design. French toes were 
popular, according to salesmen, as were 
round toes and plain moccasins. The 
monk was selling in a strap oxford and 
a plain toe blucher. 

The children’s picture was little 
changed from last year, although play 
shoes in Shantung with ‘trope soles, 
were popular because of little use of 
scarce materials. Moccasin styles were 
good according to retailers. 

The annual banquet was held on 
Sunday night in the Riley Room of 
the hotel. George Marott, the guest 
speaker, could not attend, but Ralph 
A. Baker, president, in a short address 
of welcome, urged retailers to be pa- 
tient with manufacturers on delivery 
questions, curb extravagant buying, 
and stock sturdy footwear of quality to 
insure better service. 
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More Women at Work 
[CONTINUED FROM PAGE 19] 


case, you will have to take the matter in your own hands 
and see how you can gain the good will and cooperation 
of the organization. 

The heads of the war plant may be more than grateful 
for your help. They are faced with a serious problem in 
seeing that their workers have the right kind of shoes, 
correctly fitted. If the plant provides the shoes there is 
still no one at the plant who understands how to fit feet. 
If the workers buy their own shoes at local stores, they 
have to shop in a hurry and both shoe and fit may be 
incorrect. The bad effect on the worker’s comfort, 
health and efficiency has already been noted in many 
plants. A local plant may be more than ready to turn 
this difficult job over to you if you go to them with one 
of these proposals. They can arrange either to send their 
workers to your store or have you send a representative 
out to their plant, say once a week, with shoes which 
he is prepared to fit properly. An important part of 
your job will then be to see that you have an adequate 
size range in suitable work shoes. 

Your ability to fit all sizes of feet in the kinds of shoes 
that are needed will help establish your store with the 
uniformed organizations, too, once you have established 
a reputation for this valuable service. 

(This is the first of two articles on work and duty 
shoes. The second will follow next week.) 


Support Economy Plan 


Wasuincton, D. C.—Merchants in cities throughout 
the United States are rallying behind the recently 
announced Retailers’ Economy for Victory Plan, ac- 
cording to reports to the Office of Price Administration. 
In one city, retailers have adopted a nine-point pro- 
gram under the Retailers’ Economy Program Plan. This 
restricts deliveries to three a week in each of the two 
zones into which the city is divided. Nothing less than 
$1.50 in value or less than five pounds in weight or 54 
inches in circumference will be delivered. No mer- 
chandise will be sent out on approval. No merchandise 
will be accepted for return by delivery truck, except 
when there is a delivery to the same house, unless it is 
wrong merchandise or damaged. 

Similarly, there are restrictions on return of gifts, on 
gift wrapping, on lay-aways and will-calls, on C.0.D.— 
none less than $1.50 and no more than one delivery on 
any one-store decorations and displays, and special 
promotional activities. 

Full-page advertisements in the city’s newspapers 
announced the plan and explained the necessity to con- 
serve manpower and essential war resources. 

In another community the stores staggered their busi- 
ness hours to meet the tight supply of available clerks— 
and at the same time serve men and women producing 
war goods. 
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“FOOT-O-PRINT”’ 





This appliance is a great aid to the shoe dealer and a 
time saver in indicating at a glance the proper shoe for the 
customer’s foot. Especially is this so in the fitting of shoes 
on feet that are afflicted with weak arches, flat-foot, bun- 
ions, etc. 

It makes an exact picture of the bottom of the customer’s 
foot and shows “Ball to Heel” and “Toe to Heel” measure- 
ment. The customer appreciates the up-to-dateness of this 
fitting method because it convinces the most skeptical re- 
garding the need of correct footwear. 

The process of taking the impression is not a compli- 
cated one, but is so simple and quick that the result obtained 
is a surprise to the customer and a pleasure to the clerk. 

Each sheet upon which the “Foot-O-Print” is made con- 
tains an illustrative explanation as well as a place for fill- 
ing in the customer’s name, address, style, etc., and becomes 
a valuable record for filing away as future reference. 
500 sheets are supplied with each “Foot-O-Print” machine. 


Price, $10.00, including 500 sheets 
Additional sheets $3.50 per thousand 


SHOE SUNDRIES INC. 
219 W. Chicago Ave. Chicago, Ill. 


Exclusive Distributors of Dr. Wood and Arrowsmith Foot 
Appliances and Remedies. 


Send for Price List. 











HANDY PRICE STICKERS for 
SHOES and CARTONS 


100 to a perforated sheet; width 
to fit your typewriter 











= 12 sheets 
300 

gummed and per - 
B oe k ad f | 452 CEILING PRICE forated aod beck. 
markers will $4.50 1452 

__ |Tourprice| Price Markers 
mark 726 pairs. $4.50 : 
aed ag Oh. M.O., 0 C.0.0. 
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FINEST MAKES OF 
CURRENT CANCELLATIONS 


We are the largest distributors of top- 
current shoes from 15 of the lead- 
St. Louis factories 
AT A PRICE 
MEN'S — WOMEN'S — CHILDREN'S 





Sell shoes. W 
better. oom = quantity. Swen 
or wire. 











M. K. WEIL SHOE CO. 
1326 Washington Ave., St. Louis, Me. 
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Men's Shoes 








~~ 


Aver CA’S BEST KNOWN SHOES 














Outstanding Fall Line . . 
Nationally Advertised . . 
Lecal Cooperative Advertising .. 
Adequate Markup . . 
Maintained “Te 
Efficient ‘ Service . . 
Inquire regarding 
BOUGLAS FRANCHISE 











WHOLESALE DISTRIBUTORS 

* America's Leading Brands 
SINCE 1910 

MEN'S SHOES RETAILING $7 to $14 


IN-STOCK @ JOBS @ CANCELLATIONS 
* SUBJECT MFR.'S RESTRICTIONS 


| ERIRRY SMES Tear od 
= 81 READE ST NEW rT _ 
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SNAPPY LUGGAGE TAN UPPERS 
LEATHER SOLES | 


$1.65 | 
Send for New 
Catatog 
STYLE £1001, MEN'S SIZES 6-12 ee 
STYLE #1002, LADIES’ SIZES 4-9 


ARNOFF SHOE CO.,INC., 101 Duane S#..N.Y.C 











Boston Boot and Shoe Club 
To Meet Dec. 16 


Boston, Mass.—The next meeting 
of the Boston Boot and Shoe Club will 
be held on Wednesday evening, Decem- 
ber 16, at the Hotel Vendome in Bos- 
ton. The guest speaker will be Donald 
E. MacAfee, who in his talk, “France 
—Ally or Foe?” will answer this most 
important question. 

Mr. MacAfee is a Harvard graduate, 
class of 1914, served with the Yankee 
Division during the First World War 
and was wounded in action. He re- 
mained in Europe, becoming a Direc- 
tor of the Franco-Belgique Tours and 
was very prominent in the European 
travel and transportation business. On 
January 1, 1940, he joined the Foreign 
Legion with commission of Lieutenant, 
and left the following July. He joined 
the French forces at the time of the 
German invasion and went through the 
Battle of France. He escaped from 
France last March and returned to 
America. 

The speaker will be introduced by 
Francis C. Donovan, club president, 
who will serve as toastmaster at this 
meeting. 





California Convention 
Cancelled 


PORTERSVILLE, CALIF.—W. S. Allen, 
president of the California Shoe Re- 
tailers’ Association, has been compelled 
to notify the trade that the proposed 
convention of the association which 
was slated to be held in Los Angeles in 
January has been called off. The rea- 
son is due to the refusal of the Bilt- 
more Hotel management to give the 
necessary rooms for the show on ac- 
count of their unprecedented demand 


for rooms. It is still an open question 
as to the advisability of holding the an- 
nual convention at the usual date, the 
latter part of May. This question will 
be decided at a later date by the asso- 
ciation’s Board of Directors. 


MASRA Meeting Postponed 


PHILADELPHIA, Pa. — The December 
6th meeting of the Middle Atlantic Shoe 
Retailers’ Association was postponed 
for various reasons, among them being 
the fact that Cal J. Mensch, secretary 
of the association, who was in an auto- 
mobile accident recently, was unable te 
attend. The meeting will be held De- 
cember 20th at the Benjamin Franklin 
Hotel. 

At this meeting the program and 
plans for the convention and shoe show 
to be held in January will be form- 
ulated. 





To Buy for Woolf Bros. 


Los ANGELES, CALIF.—Jack W. Fow- 
ler has resigned his position as buyer 
for the Innes Shoe Stores in this city 
and Pasadena to go to Kansas City, 
Mo., where he has accepted the shoe 
buying responsibilities for Woolf Bros. 
shoe department. This latter depart- 
ment is operated by Clovis Saunders 
who has entered the armed services 
of the country. 





“I like to trade at Jones’ Shoe Store," 
says Mrs. Smith, “because the salespeo- 
ple there seem to know their business 
and fit me to shoes that always satisfy." 
It's a safe bet Jones’ Salespeople read 
Boot and Shoe Recorder. 
One new idea gained each week makes 
fifty-two new ideas each year. 
No retail shoe store is stronger than its 
salespeople. 





Remodeled Department in Fort Worth Store 





Fort Worth, Texas.—Meacham's shoe department has been remodeled for the third 
time in the last five years to take care of increasing business. Thirty comfortable 


chromium, leather upholstered chairs are arranged in a semicircle. 


The color 


scheme ts carried out in different shades of leather used on the chairs. The rug 
is a delicate reddish purple and the arch drapes are of soft matching silk. 
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For Rent 


IN CHICAGO 


To Manufacturers: 


Sample rooms in The Republic Building, State at 
Adams, one-half block south of the Palmer House. 


To Jobbers and Wholesalers: 


Large spaces in the wholesale district and in the 
“Loop” District. 














To Retailers: 


Well-located store locations in several outlying 
shopping districts and a number of splendid “loop” 
locations. 





For complete information please consult 


LOUIS HALLER 
GORDON STRONG AND COMPANY 


209 S. State Street Harrison 8191 
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HELP WANTED 


POSITION WANTED 


WANTED TO PURCHASE 





RETAIL SHOE MEN WANTED—Men hav- 
ing six months or more experience in retail 
selling, who are in 3-A or unclassified, please 
apply. All inquiries held strictly confidential. 
Steady work, good pay. Give age, amount of 
experience, and three character references. Ad- 
ed Bowman Bros. Shoe Stores, Monmouth, 
inois. 


ANAGER, EXECUTIVE, with ability to 

supervise and Manage large Sales force; 
twenty years’ experience Fifth Avenue Shops; 
Assistant in buying, sales, and promotion; cus- 
tomer good will. Age 45—draft deferred; ex- 
cellent references; locate anywhere. Address 
#704, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y 





ANTED: Woman experienced in fitting 

shoes to fit arch support shoes and Manage 
Health Spot Shoe Shop in Michigan. Salary 
and liberal profit-sharing plan. No investment 
required. All that is required is ability . to 
properly fit and sell shoes and make friends of 
customers. Unusual opportunity for right wo- 
man. HEALTH SPOT SHOE SHOP, 2009 
Park Avenue, Detroit, Michigan. 





SIDE LINE SALESMAN WTD. 


WANTED to carry side-line of Boys’ Shoes 

to the better trade. Only men carrying 
non-conflicting high-grade lines considered. In 
reply give full information. Address B-698, 
care Boot & Shoe Recorder, 140 Federal Street, 
Boston, Mass. 








WANT TO LEASE 


WANTED TO LEASE OR BUY Ladies’ 
Shoe Departments in Eastern States doing 
a volume of at least $40,009 in better shoes. 
Address #705, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, We 








HOTELS 





ENJOY The * 2000 in ST. LOUIS 
OTEL 


kenn Nox 


ALL ROOMS were. peoere 
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Alligator Shoes Popular 


SAN FRANcIScO — Smart women’s 
shoe stores report that alligator shoes 
are popular, in many cases, with bags 
made to match. Open toe or wall toe 
models, with high heels and discreet 
tailored bow, are in good demand. 





MA AGER, BUYER, 20 years’ experience 

in retail shoe field, desires position in New 
Jersey or Vicinity. Address #703, care Boot 
& _ Recorder, 100 East 42nd Street, New 
Yor! . oe 





HOTELS 








HOTEL ATLANTIC 


A convenient downtown hotel with 
reasonable rates from $2.25 up. 


CLARK NEAR JACKSON 
CHICAGO 











Report Demand for 
Athletic Shoes 


ALBANY, N. Y.—The Johnny Evers 
Sporting Goods Company, 140 State St., 
reports sales and demand for athletic 
shoes above expectations, considering 
the non-emphasis on sports during the 
war. The big demand right now is for 
football and basketball shoes. 

Johnny Evers, the old Chicago Cubs 
second baseman, organized this firm in 
1985, when he retired from baseball, 
along with his brother, Joe Evers, a 
minor league player. Johnny is now 
fighting the toughest battle of his 
stormy career. He was stricken with 
a cerebral hemorrhage in the Elks club- 
house early in the morning of August 
27, which resulted in a paralysis of 
his right side. Recently he left the hos- 
pital and is now on his way to recovery 
at his home on State Street. 

He retired from active management 
of the firm a few years ago, and Joe 
Evers is now the active head. At that 





time, Johnny took over the superin- 





SELL YOUR SURPLUS STOCKS 
te 


KIRSCH-BLACHER CO., INC. 
established 1915 


We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Beene Street, ow wot 
Phone: WOrth 2-5377 and 5878 and S879 








WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 
CAMITTA SHOE COMPANY 
120 N. 4th St., Philadtiphia, Pa. 
Phone Lombard 2062 








SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
$5.00 and up. Short term leases as 
sumed. Write in confidence te 
A. LL BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Onueual references on request 








WEBUY 
lus Wholesale and - ¥— 
randed Shoes suck 
Walk-Over, Florsheim, Enna-Jettick, Vital. 
ity, Arch ity, 
tonians, Stetson, Red Cross, Nuna-Bush, Ete. 
IRVIN BUBIN 
“The House of Jobs” 

88 Reade 5St., y 4. Church 

Phone Barclay 7-7887 New York City 











WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 
sige saaer lenenet 1666 


Philadelphia,o Pa 








tendency of Bleecker Stadium, a city 
sponsored athletic field. The firm deals 
in the athletic field exclusively, selling 
shoes to measure, bowling balls, base- 
ball, basketball, soccer, hockey, golf, 
football and gymnasium supplies and 
outfits. 











CLASSIFIED ADVERTISING RATES 
The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments, Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
ef Advertisements for this page must be in our New York Office on Friday of the week preceding publication “2 








Boot and Shoe Recorder 








a eed 


Ki 





ee ee 






























TINAWTLNWVAAGC ADIANAS SLNVWVHOUANWN 




















Colorful 


Xmas Price Tickets 


(140 prices) in-stock 
Size of tickets 11/2" x 21/,” 


Xmas Ticket Circular showing samples, and price | 
denominations, will be sent on request; ready Nov. Ist. 














LNAWLYYdad ADIAYAS SINWHOUAW 


X-3: Green with 
red candle, white 
board — price in 
black. 
Any selection of prices desired if carried in-stock 

6 Doz.—$1.25; 12 Doz.—$2.25 

with store name imprinted 
12 Doz.—$3.85; 24 Doz.—$6.20 


Check with order please, unless C.O.D. preferred 
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X-5: Red border, 
green leaf, white 
board — price in 
black. 


in this territory. 








209 SOUTH STATE STREET ® CHICAGO, ILLINOIS 





To Hold Shoe Buyers’ Days 


DetTroIT, MicH.—The most important 
series of Shoe Buyers’ Days ever 
staged in Michigan has been planned 
under the sponsorship of the Michi- 
gan Shoe Travelers’ Club for Sunday 
through Tuesday, January 3, 4, 5, to 
be held at the Hotel Statler. Event 
will be the first of its kind held since 
the start of gasoline rationing west 
of the seaboard states, and is expect- 
ed to provide the definitive test of the 
reactions of the shoe industry in the 
Midwest to all-out wartime operating 
conditions. Over forty lines will be 
represented at the show, according to 
S. S. Weiss, chairman of exhibits, who 
has reserved the entire fourteenth floor 
of the hotel. 

The January show will replace the 
annual Shoe Fair held in January in 
former years, and is expected to attract 
unusual attention for that reason. An 
added attraction will be the annual 
election of officers by the Travelers, to 
be held on Tuesday evening. Because 
of this important feature, the represen- 
tation of travelers’ lines is expected 
to be extraordinarily complete. 





Fred F. Swett 


HAVERHILL, Mass.—Fred F. Swett, 
who for many years owned and man- 
aged Fred F. Swett & Company, manu- 
facturers of infants’ shoes, died here 
recently at the age of 73. He retired 


December 12, 1942 





FRIEND MERCHANT 


After you have read this issue of your 
Recorder pass if around among your 
salespeople. 

For we are living in a changing age, 
and, “to know is to survive.” 

Recorder's staff of editors are close 
students of today's shoe and leather 
trends and changes. 

Your salespeople will be better sales- 
people if they study the Recorder each 
week. 





from active business several years ago 
at which time the company was liqui- 
dated. 

Mr. Swett, whose home was at 501 
Main Street, this city, lost his wife 
in a fire which swept their summer 
home at Hampton Beach, N. H., in 
1920. He left no immediate relatives. 
Among organizations of which he was 
a member were the Saggahew Lodge, 
A. F. and A. M., other Masonic socie- 
ties and the Haverhill Lodge of Elks. 
Funeral services were held December 
4 at the Dole and Childs funeral 
home here, followed by interment in the 
Elmwood Cemetery. 





Manages Bond Street Bootery 


PORTLAND, ORE. — John B. Ihle, who 
has sold shoes in the Midwest and Pa- 
cific Coast states for the past twenty- 





Here are a few clues. He dreamed the 
night away in one of the 891 most com- 
fortable beds in Baltimore. Now—he’'s 
off to keep his business dates in Baltimore 
and Washington. 
who have found that the Lord Baltimore 
offers everything that’s expected of a 
famous hotel in an equally-famous city. 
So—the Lord Baltimore Hotel is his GHQ 


Come to think of it—he could be youl 








He is one of the many 





BALTIMORE © MARYLAND |i: 


700 rooms—each with radio, tub and shower 


five years, is now manager of the Bond 


Street Bootery, 733 S. W. Washington 
Street, here. Mr. Ihle sold the Dr. Reed 
and A. A. Cutler lines to merchants 
since 1930. He also had a retail shoe 
store in Portland. 





Declares Quarterly Dividend 


St. Louis, Mo.—Regular quarterly of 
45c was declared by International Shoe 
Co., payable January 1 to stockholders 
of record December 15. 


Business Shows 


Definite Increase 


MINNEAPOLIS, MINN. — The Walk- 
Over Shoe Store, 727 Nicollett Ave., re- 
ports a definite increase in business. 
Adjustment of hours for the conve- 
nience of war plant workers has re- 
sulted in excellent patronage from this 
field. Stores are now open on Monday 
nights until nine. 

Shoes with broader heel base are 
rising in popularity with women. A 
military type shoe for men has been 
an outstanding success. The demand 
for lower pump heels is noticeable. 
Favorite colors are Town Brown, Gold- 
en Tobacco, and black. 

High heel, open back shoes have had 
an excellent sale for dress. A two- 
eyelet tie, with welt sole has proved 
popular. 














Dates to Remember 


Shoe Buyers’ Days, Michigan Shoe 
Travelers’ Club, Hotel Statler, 
Detroit, Mich. 

January 3, 4, 5, 1943 


Middle Atlantic Shoe Retailers’ As- 
sociation Convention, Hotel Ben- 
jamin Franklin, Philadelphia, 
Pa. January 10, 11, 12, 1943 


Buffalo Shoe Show, Hotel Statler, 
Buffalo, N. Y. 
January 17, 18, 1943 





October Shoe Production 
Up 7.4 Per Cent 


[CONTINUED FROM PAGE 29] 


ber, again reflecting an increase over 
the September figure of 3,054,823 pairs 
and a decrease from the 4,378,296 pairs 
produced in October a year ago. Total 
production for the first ten months of 
the year amounted to 35,042,115 pairs, 
13.5 per cent lower than the figure for 
the same period a year ago of 40,533,- 
734 pairs. 

Infants’ shoe output amounted to 
2,042,254 pairs in October, slightly lower 
than the 2,074,000 pairs produced in 
September, and again lower than the 
2,584,822 pairs produced in October 
1941, A total of 21,589,940 pairs were 
produced in the ten-month period, Jan- 
uary through October, 9 per cent lower 
than the 23,715,122 pairs produced in 
the same period in 1941. 


St. Louis Production Up 


St. Louis, Mo.—Preliminary reports 
indicate that shoe production in the 
Eighth Federal Reserve District dur- 
ing October was 6 percent greater than 
in September but was 13 percent below 
that of October, 1941. September out- 
put of shoes totaled 6,288,476 pairs for 
this district, a decline of 9 percent in 
the month and of 7 percent compared 
with September, 1941. 


H. B. Ballentyne Retires 


SAN Francisco—H. B. Ballentyne, 
for many years manager of the San 
Francisco store of Hanan & Sons, Inc., 
on Geary Street, has retired to his 
Santa Clara Valley fruit ranch. B. F. 
Record, who has been with Hanan in 
San Francisco for the last 15 years, 
and formerly of Portland, Oregon., is 
the new manager of the Geary Street 
store. 





When you have read this copy of the 
RECORDER, pass if along to the mem- 
bers of your sales staff and urge them 
to. read It, too. New salespeople in shoe 
stores will find the RECORDER a valuable 
source of Information that will aid them 
in their work of fitting and selling shoes. 
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ARNOFF SHOE CO.., INC., New York City 32, 34, 36 
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